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Of top importance in life insurance 
the 


merchandising is necessity of 
planning a deter- 
mined effort to sell 
the potential buy- 
ers now in the 
under-age-24 cat- 
egory, said M. K. 


Kenny, assistant 
general manager 
and director of 


agencies of Excel- 
sior Life, in his 
keynote address as 
chairman of 
LIAMA’s Agency MK K 
Management Con- eee 
ference at its annual meeting at To- 
ronto. Following is an abridged ver- 
sion of his talk, starting with his ref- 
erence to the under-24 market. 





The great body of potential buyers 
now in the under-24 category is a 








Lincoln National 
Organizes $5 Million 
Subsidiary In N. Y. 


NEW YORK—Lincoln National Life 
is organizing a wholly-owned life sub- 
sidiary here with a capital and surplus 
of $5 million. The announcement was 
made at a press luncheon by President 
_ Walter O. Menge of Lincoln National. 
‘Formation of the company has been 
| approved by the New York insurance 
| superintendent. 

The new company will be called 
Lincoln National Life of New York. 
Its principal office will be in the 
borough of Manhattan. 

Besides Mr. Menge, incorporators 
are Wallis B. Dunkel, president of 
Bankers Trust Co. of New York; Les- 
ter Ginsburg, president of Electric 
Bond & Share; Dudley Mills, director 
of Discount Corp. of New York; 
Roger F. Murray, S. Sloan Colt pro- 
fessor of banking and finance at Co- 
lumbia University’s graduate school of 
business; John W. Remington, presi- 
dent and board member of Lincoln, 
Rochester Trust Co. of Rochester, 
N. Y.; William E. Smith, retired, for- 
mer superintendent of real estate, 
board member and executive commit- 
tee member of F. W. Woolworth Co.: 
Jacob B. Taylor, executive vice-pres- 
ident finance of General Telephone 
& Electronics Corp.; Harry A. Winne, 
retired, former engineering vice-pres- 
ident of General Electric Co., and the 
following officers of the parent com- 
pany of the new insurer: Fred W. 
Clark, 2nd vice-president; M. C. Led- 
den, vice-president and treasurer; 
Henry W. Persons, vice-president and 





























director of agencies; Dr. W. H. Scoins, 
chief medical director, and Allen C. 
Steere, vice-president public relations. 
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Mr. Menge said he expects the new 


substantial market for us but these 
buyers must be made even more life 
insurance conscious for two reasons. 
As a group that in itself is going to 
increase rapidly in proportion to the 
population in the new decade, they 
must swell our immediate sales,—but 
even more important, as the group 
which, in the decade of the ’70s will 
change from under 24s to over 24s, 
they must be preconditioned to the 
acquisition of substantial amounts of 
life insurance. In my estimation they 
should be exposed to permanent life 
insurance—and here the guaranteed 





Insured Benefit 
Plans Cover 60% 
Of U. S. Workers 


Approximately 60% of the nation’s 
civilian, non-agricultural work force is 
today covered by some type of em- 
ploye benefit plan written by life 
companies, as compared to about 30% 
of the work force with such coverage 
10 years ago, according to Institute of 
Life Insurance. Last year over $3 
billion in benefit payments went to 
American workers from these employ- 
er-employe plans, five times the bene- 
fits paid a decade ago. 

Said Holgar J. Johnson, president 
of the institute, “The decade of the 
1950s has been particularly significant 
as a period when employers, unions 
and employes worked together to pro- 
vide on a voluntary basis, and through 
private life insurance companies, a 
basic floor of financial security through 
life insurance, health insurance and 
retirement benefits.” 


Largest Group Case 


The confidence of the federal gov- 
ernment in employe benefit planning 
through insurance companies was 
expressed during this period when it 
established group life insurance for its 
employes. Some 180 life companies 
now provide the group life coverage 
for 2,250,000 federal employes, the 
largest single group life program ever 
written. 

At the start of the 1950s there were 
about 17 million workers covered for 
$40 billion of group life. Ten years 
later, the number of persons covered 
had gained 120% to a total of 38 
million, and their life in force had 
increased to about four times the 1950 
figure, reaching nearly $155 billion. 
Although the amount quadrupled, the 
1959 cost for this protection, some 

(CONTINUED ON PAGE 25) 





company to be in operation later this 
year. It will write the same lines 
of business as the parent company. 
However, the latter will continue to 
handle all reinsurance business in New 
York and elsewhere, as in the past. 


purchase option would be a forceful 
instrument in effecting both results. 

For the 24 to 44 market there is 
going to be tremendous competition. 
This competition might be met by 
cheaper and cheaper term rates, lower 
whole life rates with decreased com- 
missions, competitive rate advertising, 
or it might be met by better selected, 
better trained agents, selling with a 
keener appreciation of the needs of the 
prospect, and the service that can be 
provided. Again it might be met 
through new merchandising methods. 
Extreme competition is the hothouse of 
new practices, and the climate of the 
’60s may see some of these buds burst 
into full bloom. 

While we are talking of population 
and its effect on markets, we should 
not overlook the income factor and its 
impact on the decade of the ’60s. I 
have noted the observation that in the 

(CONTINUED ON PAGE 22) 


McHugh Seeks More 
Federal Control Of 
Insurance Mergers 


The idea that the federal govern- 
ment should have a “preferred posi- 
tion” in the supervision of insurance 
company mergers was advanced by 
Donald P. McHugh, counsel to the Sen- 
ate subcommittee investigating the 
insurance business, in a talk at Ari- 
zona Insurance Day at Tucson. He 
said extension of federal authority 
“poses no threat to state regulation.” 

Mr. McHugh’s comments on insur- 
ance mergers grew out of statistics 
derived from the first “questionnaire” 
the subcommittee sent the states. He 





Now Is Time To Appraise Problems, Rey MacDonald Hits 
Opportunities Lying Ahead: Kenny 


Pro-Term Article 
In April McCall's 


Tells Canadians It’s Sign 
Of ‘Today’s Unhealthy 
Thinking’ About Coverage 


An article advocating the buy-term- 
and-invest-the-difference approach to 
life insurance pro- 
tection in a nation- 
al magazine was 
called “sympto- 
matic of today’s 
unhealthy thinking 
about term insur- 
ance” by Roy A. 
MacDonald, man- 
aging director of 
Life Office Man- 
agement Assn. at 
a meeting of Life 
Insurance Insti- 
tute of Canada in 





Roy A. MacDonald 


Toronto. 
The article, which appears in the 
April issue of McCall’s, suggests to 





An editorial dealing with the prob- 
able effects of the McCall’s article 
appears on page 20. 

A statement by the Institute of Life 
Insurance on the general subject of 
term vs cash-value life insurance ap- 
pears on page 10. 





readers that buying term and invest- 
ing the difference is the approach that 
should be followed by the average 
family. It goes on to criticize life 
insurance companies for advising pro- 
spects to the contrary. 

“When this article is read by your 
policyholders,” Mr. MacDonald told his 
audience, “it is more than likely that 
they will be firing all types of ques- 
tions at you. You might explain to 
them that while term insurance is 





said these statistics from the states good supplementary coverage, cash- 
(CONTINUED ON PAGE 17) (CONTINUED ON PAGE 25) 
Edmund Fitz- 





the company’s 103rd anniversary party. 


gerald, who retires 
March 31 as board 
chairman of 
Northwestern Mu- 
tual Life, admires 
his presentation 
model of the com- 
pany’s Great Lakes 
ore carrier that 
bears his name. 
The 46-inch scale 
model was a sur- 
prise gift to Mr. 
Fitzgerald and 
‘ came at the end of 


Held by coincidence on Mr. Fitzgerald’s birthday, the party celebrated the 
company’s anniversary, its recent attainment of $4 billion in assets, and its 
nearing the $10 billion mark for insurance in force. More than 2,350 home office 
employes, trustees and Milwaukee agents and agency personnel attended. Form- 
al entertainment for the evening was an hour-long musical comedy, “Murdock’s 
Lament—Or, The First 100 Years Were Not The Hardest,” written by Laflin C. 
Jones, executive officer and markets research director for the company. Mr. 
Jones is well-knewn throughout the industry for his plays and skits on life 


insurance subjects, such as “Stardust” and “The Ordeal of Richard Roe.” 
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Diemand, Linton 
Named To Insurance 
Hall Of Fame 


Inducted In Impressive 
Ceremony On Campus 
Of Ohio State University 


By ROBERT C. DAUER 


COLUMBUS—In what was perhaps 
the most impressive of its induction 
ceremonies to date, 
the Insurance Hall 
of Fame opened its 
doors in Columbus 
on March 11 to 
two distinguished 
senior statesmen 
of the business: 
John A. Diemand, 
president Insur- 
ance Company of 
North America, 
and Morris Albert 
Linton, former 
president and 
chairman Provident Mutual Life. 

The Hall of Fame inductions are held 
in conjunction with the annual in- 
surance conference of Ohio State Uni- 
versity at a celebrity-studded luncheon. 





a 


M. Albert Linton 


Vorys Reads Citation 


This was the fourth induction to be 
held, but it was the first time both men 
to be honored were actually in attend- 
ance. Arthur I. Vorys, former Ohio su- 
perintendent, read the citation for Mr. 
Diemand, a leading exponent of free 
competition who played an outstanding 
role in the development of multiple- 
line and all-lines underwriting. 

Mr. Linton’s citation was presented 
by Alfred N. Guertin, actuary Ameri- 
can Life Convention. Mr. Linton was 
lauded as an outstanding pioneer in 
developing a program for conservation 
of human life values and the concept 
of the investment character of life in- 
surance. 

Mr. Diemand and Mr. Linton spoke 
briefly. Both restated their basic in- 
surance philosophies. 

The Hall of Fame ceremonies are 
the climax each year of the university’s 
insurance conference. As in other 
years, the luncheon was packed with 
insurance celebrities from all branches 
of the business. An impressive list of 

(CONTINUED ON PAGE 16) 
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Nevada Leads All 
States In January 
Ordinary Gains 


Nevada led all states in percentage 
increase in ordinary life sales during 
January, according to LIAMA, with 
Hawaii and Arizona in second and 
third places, respectively. 

Percentage gains for the states were 
Nevada, 57%; Hawaii, 29%, and Ari- 
zona, 27%. 


National Of Vt. Increases 


Disability Income Limits 


National Life of Vermont has in- 
creased its limits on disability income. 
The waiver, income and endowment 
limit has been raised from $350 to 
$500 a month. 

Also, the company will participate 
in cases involving not over $750 
monthly income in all companies. Pre- 
viously this limit was $500. 

The monthly income limit = on 
waiver of premium and income re- 
mains at $350. 


National Travelers Life had $7 mil- 
lion in new written life business dur- 
‘ing February, as well as a 74% in- 
crease in paid for life, compared to the 
same month last year. 





Says ‘Time’ Makes Cash 


Values Top 


NEW YORK—lIn the accumulation of 
even a modest estate, it is the “time 
factor” which tilts 
the scales in favor 
of cash value life 
insurance as 
against either out- 
right investment in 
common stocks or 
buying term and 
investing the dif- 
ference. 

This was the 
message, backed 
up by facts and 
figures, that Alex- 
ander Hutchinson, 
vice-president, field management, for 
Metropolitan Life, hammered home to 
the sales congress of New York City 
Life Underwriters Assn. at the Hotel 





A. Hutchinson 


Astor. 
Mr. Hutchinson was one of six 
speakers. Others were William  T. 


Earls, general agent for Mutual Benefit 
Life at Cincinnati; Hilbert Rust, presi- 
dent of Research & Review Service; 
Arthur R. Upgren, professor of econ- 
omics at Macalester College; William 
H. Gatling, agent of Jefferson Standard 


March 19, 1969 


Investment 


Life at Norfolk, and Benjamin y, 
Woodson, president of American Gep. 
eral Life. 


$10,000 Estate Goal 


Mr. Hutchinson, took as his example 
a young man of 30, married with two 
children, and desiring to create ap 
estate of $10,000 with common stocks 
instead of permanent life insurance. 
His program calls for an annual in. 
vestment of $213 or the same amount 
as his premium for a $10,000 whole 
life policy. Assuming several import- 
ant factors—that he is _ fortunate 
enough to choose a stock that increases 
in value each year at the same rate as 
the 500 common stocks listed in Stan- 
dard & Poor’s Index since 1950, that 
the stocks will earn dividends at the 
rate of 34%, that dividends will be 
reinvested each year, and forgetting 





the risk he is taking by having in- 
adequate insurance—how long would | 
it take him to accumulate his $10,000 | 
estate? 
Members of Metropolitan Life’s re- 
search staff, Mr. Hutchinson said, have | 
told him that after payment of income | 
(CONTINUED ON PAGE 30) 





Life Company Annual Statements Given 


CENTRAL NATIONAL LIFE 

Central National Life of Nebraska 
registered increases all along the line 
in 1959. Premium volume was $4,- 
536,552. New life sales totaled $62,552,- 
371. A&S premium was $1,657,618. 
Capital and surplus reached $1,766,- 
231. 


CITIZENS LIFE 


Assets of Citizens Life were $4,122,- 
000 at the end of 1959, compared with 
$3,293,000. Investment income in 1959 
was $116,000 as against $43,000. The 
company wrote $30,393,000 of ordinary 
and $5,387,000 of group, for a total of 
$35,780,000, as against a total of 
$17,294,000. Insurance in force reached 
$55,973,000. 


HOME LIFE OF NEW YORK 
Total insurance in force of Home 
Life of New York rose to $2,113,581,- 
000 in 1959, a gain of almost 6%. As- 
sets at year end were $401,756,000, 
a gain of 5%. Surplus and contingency 


reserves stood at $27,999,000, up from 
$25,353,000 in 1958. 

Benefit payments totaled $34,055,- 
000, an increase of $2,726,000. Net in- 
terest rate earned before taxes in 1959 
amounted to 4.08%, up 15 basis points. 
New individual life sales were $204,- 
582,000, 3% less than 1958. Group 
sales amounted to $42,331,000, up 4%. 
Total individual life in force at year 
end was $1,704,269,000, and group in 
force was $409,312,000, an increase of 
6% and 5% respectively. 


OCCIDENTAL OF CALIFORNIA 

Occidental Life of California had 
life sales of $1,659,688,034 in 1959, an 
increase of 15.2%. Individual sales of 
$1,300,389,401 represented a gain of 
20% over the previous year. Group life 
production rose from $358,472,213 to 
$359,298,633. For the first time in any 
year, the increase in force exceeded 
$1 billion, bringing total life in force 
to $9,049,421,568. This figure includes 
$5,450,683,257 of ordinary and $3,598,- 

(CONTINUED ON PAGE 16) 





Figures From Companies’ 1959 Year-End Statements 














Increase Surplus to New Ins. in Increase Prem. Benefits 

Total in Policy- Bus. Force Dec. in Ins. Income Paid 

Assets Assets —" 7 31, 1959 in aa 195: — 

$ $ 

All American, La. 5,604,169 761,080 875,030 129,466,344 242,916,203 24,663,086 3,503,043 1,636,464 
American United Lif 161,046,724 22,507,274 14,928,730 394,456,029 1,348,386,917 260,146,073 21,623,310 17,178,288 
Baltimore Life .. 72,618,284 3,859,023 2,767,303 104,623,668 422,274,828 32,581,926 12,267,706 5,443,984 
Canada Life ........ 669,811,404 31,524,620 46,623,478 669,672,020! 3,692,712,701 462,787,474 81,141,483 50,875,721 
Carolina Life 49,977,325 4,551,920 1,923,463 90,018,505 356,704,315 20,220,047 10,267,144 3,095,940 
Cavalier Life ................. 28,076,208 2,914,551 14,440,569 773,979,314 980,411,251 247,997,462 15,420,037 5,214,377 
Central Standard, Ill. 109,339,606 2,054,726 15,111,826 42,018,303 355,902,733 —1,502,691 11,840,815 8,417,644 
eS A See 88,446,391 6,047,232 5,053,543 84,982,761 536,798,910 41,966,146 14,265,901 4,787,403 
Connecticut Mutual... 1,516,361,944 80,695,654 135,578,531 580,528,764 4,351,298,337 350,429,982 134,978,784 91,050,023 
Crown Life, Canada ... 303,053,644 26,055,674 21,274,167 573,218,876 2,272,494,198 280,297,349 57,102,981 28,341,717 
Excelsior Life, Canada .. 109,770,479 8,040,369 9,476,594 72,996,501 529,461,485 36,433,269 13,341,634 6,369,371 
Fidelity Union Life, Tex 51,808,589 4,950,026 6,500,000 129,199,897 485,348,457 65,052,989 10,035,756 2,445,661 
Great Southern Life ........ 216,083,361 CREEL ieotessheiein 134,881,619 1,026,599,641 67,701,435 23,145,634 11,921,23) 
ve St Eee 491,935,979 20,960,719 37,079,671 286,869,622 1,778,296,943 161,388,497 54,194,117 27,422,095 
Industrial Life, Canada.. 74,029,869 8,899,935 5,002,750 133,013,018 688,804,938 84,265,416 18,715,338 7,953,481 
RS SUE EERE 142,348,112 10,080,748 11,614,117 127,502,213 751,478,674 42,497,529 20,945,513 6,880,492 
Manufacturers L ife, Canada...... 889,204,941 68,224,036 64,098,461 548,217,485 ' 3,181,578,430 299,403,553 109,288,584 55,772,034 
Metropolitan Life .. 17,140,514,923 858,398,268 870,035,971 7,977,117,634 90,002,863,337 5,778,595,953 2,431,739,496  1,599,423,431 
Mutual Benefit Life .... 1,825,479,929 44,597,507 69.447,072 765,667,606 5,003,220,603 499,876,783 156,075,870 137,410,953 
Mutual Life, N. Y. 2,697,053,511 54,307,173 207,837,833 1,025,053,323 7,394,072,769 596,084,084 214,849,400 183,832,638 
National Guardian Life oe 58,374,669 3,705,149 2,709,504 35,508,103 256,975,816 15,602,869 6,586,953 3,200,620 
National Life, Canada.................. 59,521,058 10,350,333 3,554,242 77,963 ,659° 373,054,700 44,267,833 14,478,488 3,121,042 
Northern Life, Wash. 101,186,379 5,263,255 14,687,139 38,348,306 346,181,349 14,666,545 11,575,169 6,234,685 
Old Republic Life... 27,540,881 4,128,633 6,152,237 2,708,410,753 2,403,295,881 318,322,142 17,042,008 6,838,205 
Pan-American Life 225,349,584 11,773,187 16,908,034 174,576,641 1,225,980,626 80,668,848 37,274,095 24,045,061 
Peninsular Lif« PRR 44,535,706 3,231,565 3,033,363 51,274,613 248,620,709 4,172,239 9,606,815 3,274,354 
Protective Life, Birmingham . 97,672,034 5,447,821 12,327,081 119,018,648 1,090,118,715 54,952,956 23,993,836 18,313,340 
iable Life ‘ 39,546,276 3,957,847 6,478,615 105,186,159 311.939 ,033 25,263,759 13,163,229 3,734,812 
Si v Mutual Life, N. Y 116,854,265 4,226,348 8,137,700 63,610,555° 516,596,017 25,629,118 20,215,135 13,983,350 

New ij ess excludes r« Js and increases except as follows: '$81,384,472; °$162,011,862; °$23,578,864; 1$79,492,418; °$16,206,919; °$6,862,351. 

*Inclu \ Nationa Lincoln, Nebraska, purchased March 1, 1959. 
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Says Employes Must 
Give All To Share In 
Company’s Progress 


Employes cannot share in a com- 
pany’s progress without sharing their 
energies, enthusiasm and ideas, Davis 
W. Ellis, vice-president of sales All- 
state Life, told Chicago Home Office 
Life Underwriters Assn. at the March 
meeting. 

Marketing today is a total concept, 
he said, and each person in the plant 
is important. There must be a team 
effort on the part of every depart- 
ment. 

Mr. Ellis said he had observed in the 
employes’ parking lot of a Ford auto- 
mobile agency several Buicks, Chevro- 
lets and cars of other makes. “How: 
can we work for a company and take 
their money unless we believe in it?” 
he asked. 

Looking at prospeets for future pro- 
gress, he declared: “The job ahead 
staggers the imagination.” Sales man- 
power will have to be increased 37% 
by 1965 and must be double the pre- 
sent by 1970. There is a need for in- 
telligently selected, carefully trained 
manpower. He said he believed that 
“we don’t have to work hard, but we 
have to work much more intelligently.” 

Mr. Ellis recalled that when he has 
had to acquire personnel, he has al- 
ways been proud to hire better men 
than he was. He advised his listeners 
to do the same, because “they will 
take you to the top.” 


Mutual Trust Life Awards 
Two E. A. Olson Trophy 


Leland Watkins, general agent for 
Mutual Trust Life at Bellefontaine, 0. 
and Maurice Friedman of the Lester 
agency, New York City, have been 
awarded the E. A. Olson Memorial 
Trophy for 1959. This is the company’s 
highest honor. Mr. Olson was one of 
the company founders in 1904, serving 
as president from 1922 to 1943 and 
then as chairman until his death iD 
1947. 


been 





Fidelity Interstate Life has 
licensed in Washington. 
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The Franklin Life Insurance Company 


Cuas. E. Becker, PreEsIDENT * HOME OFFICE: SPRINGFIELD, ILLINOIS 


76 years of distinguished service 


Statement of Condition as of January 1, 1960 


Assets... 
Cash... « lee ace GRRE 
*United States Gov ernment 
Bonds . . . . . . $ 26,266,897.19 
*Other Bonds . 221,880,186.51 248,147,083.70 
Real Estate . 21,990,909.99 


(Including $15, 871, 019. 77 of properties 
acquired for investment) 
Federally Insured or Guaranteed 
Real Estate Loans . 52,514,971.20 


Other First Mortgage Loans 











on Real Estate 128,919,566.05  181,434,537.25 
Loans to Policyowners ras aero 38,586,356.43 
(Secured by Legal Reserve) 
Premiums in Course of Collection . 18,230,098.35 
(Liability included in Reserve) 
Interest and Rents Due and Accrued . 3,675,784.50 
Other Assets . 3,524,383.59 
$526,732,960.56 
Liabilities... 
Legal Reserve on Outstanding Contracts . $399,936, 706.00 
Premiums and Interest Paid in Advance . 15,805,275.29 
Other Policyowners’ Funds. . 37,289,887.08 
Reserve for Taxes ee in 1960 . 3,819,553.32 
Accrued Expenses. . . ar ea 511,303.33 
Suspense Accounts . ee he 4,009,999.57 
Other Liabilities . . . .... 2,510,235.97 
$463,882,960.56 
Surplus Funds... 

Capital . . . « « $18,028,828.00 
General Surplus 44,821,172.00 62,850,000.00 
$526,732,960.56 


*Bonds are valued as prescribed by the National Association of Insurance 
Commissioners. 


Insurance in force nearly $3,600,000,000 


THE LARGEST LEGAL RESERVE STOCK LIFE INSURANCE COMPANY IN THE 
UNITED STATES DEVOTED EXCLUSIVELY TO THE UNDERWRITING 
OF ORDINARY AND ANNUITY PLANS 





High points of our 
progress during 
the year 1959... 


New Paid Business 
$902,730,685.00 


(increase 20.3%) 


Asset Increase 
$56,347,431.60 


(increase 12.0%) 


Increase in Reserves 
$35,420,727.00 


(increase 9.7 %) 


Increase in Surplus Funds 
$8, 100,000.00 
(increase 14.8%) 


Payments to policyowners 
and beneficiaries 
during year 

$35,178,021.23 


Payments to policyowners 
and beneficiaries since 
1884, plus funds 
currently held for 
their benefit 

$745,889,967.18 





























College President 
Warns On Sales Tax 


The possibility of a federal sales tax 
as the only way to finance increasing 
federal spending was discussed by 
Charles F. Phillips, president of Bates 
College, speaking at the Boston sales 
congress. At the same time, Mr. Bates 
spoke of the necessity of reducing the 
maximum rate of personal income tax, 
since it is stifling initiative, and is 
self-defeating. 

“The net result is that we cannot 
rely upon the income tax to keep our 
federal budget in balance, if spending 
continues to increase,” Mr. Phillips said. 
“Therefore, those who advocate still 
greater spending are really forcing us 
toward the day when a federal sales 
tax will be necessary.” 

Other speakers were Daniel H. Coak- 
ley, New York Life, Boston; James B. 
Rowe, general agent for John Hancock 
in Charlotte, N. C.; Kenneth L. Ander- 
son, vice-president of Insurance R&R, 
and Loran Powell, managing director 
of Life Underwriter Trainining Coun- 
sel. 


Schedule Life Company 
Administration Seminar 


Institute of Management Studies, a 
division of the Hadley Foundation, 
will hold a seminar on life company 
administration at the Lexington Inn, 
Lexington, Mass., May 15-27. 

J. Gwen Stalson, widely known in- 
surance educator is president of the 
Hadley Foundation. Teaching staff for 
the seminar will be drawn from the 
graduate school of business admin- 
istration of Harvard University, and 
will include Professors Kenneth R. An- 
drews, Alva F. Kindall and John B. 
Matthews Jr. 


Based On Actual Situations 


Much of the material to be used in 
class discussions is based on actual 
life company administrative situations. 
The institute’s seminar is the out- 
growth of nine years of seminars given 
for life company executives at Colum- 
bia University from 1951 to 1954, and 
at the School of Insurance Administra- 
tion, from 1955 to date. 

The Columbia seminar was a once- 
a-week affair lasting the whole aca- 
demic year, and the school’s seminar 
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required a full month’s participation. 
This one-month program will be of- 
fered in two-week portions, the first 
of which will be the institute’s in 
May and the second of which will be 
presented by the School of Insurance 
Administration, also at the Lexington 
Inn, from Sept. 15 to 27. 


Each Seminar Complete 

Each seminar is complete in itself 
and candidates may apply for admis- 
sion to either or both. The institute 
program, taught by professional teach- 
ers, will emphasize management and 
administrative principles as applied to 
life companies in their policy forma- 
tion, administrative practices and ex- 
ternal factors affecting business deci- 
sions. The school seminar in September, 
taught by industry executives, will 
concentrate on the work of life com- 
pany home office departments and 
functions, specifically, agency admin- 


istration, investments, personnel ad- 
ministration, claims administration, 
etc. 


The institute will consider applica- 
tions for admission to its seminar not 
only from executives of life company 
home office and field management 
posts but from executives of a limited 
number of related industry groups, 
such as fire and casualty companies 
and firms which have large and active 
dealings with life companies—data 
processing equipment makers, consul- 
tants, financial houses, etc. 


Sponsored By Companies 


Ordinarily, candidates will be spon- 
sored by their companies, their salaries 
will be continued during seminar at- 
tendance, and their companies will 
pay for both tuition and expenses of 
travel and_ subsistence. Candidates 
may, however, apply for admission 
even though they have not been 
sponsored by their companies for at- 
tendance at company expense. 


National (Vt.) Publishes 
Volume On Stock Purchase 


Pacts, Close Corporations 

National Life of Vermont has pub- 
lished an 84-page book on the many 
recent developments affecting stock 
purchase agreements and the close 
corporation. 

The book is written by!Alden Guild 
of the company’s law department, in 
collaboration with National’s President 
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WANTED 


Talented and Experienced Life Sales Manager 
to Organize and Direct New Division of 
Nationally Recognized Insurance Leader 


You may never again be exposed to such an opportunity. 


You'd recognize the company name in a flash as one of the nation’s most 

successful sales organizations. Already BIG in life insurance, thorough mar- 
ket research and sales testing have proven that present life volume can be 
doubled within 3 years if a separate division is organized to specialize 
in the sale of an unusual new proposition. 
_ The company has asked us to find a man who is capable of doing this 
job. An outstanding record of success as a personal producer and sales 
manager in an important assignment is absolutely necessary. While there 
is no age limit, you must have the youthful energy, ambition, and decis- 
iveness required to formulate sales policies and goals, recruit, direct and 
inspire an independent national sales force of several hundred men. 

If you are ready for that big step into TOP sales management and be- 
lieve you are good enough to stay there—we would like to hear from you. 

If selected, you’ll be paid whatever it takes to attract you away from 
what you’re now doing...and you'll have a wide-open earning future 
backed up by a 2,000,000 policy-holder file that guarantees success of this 
new division through loading activities alone. 

Write us about yourself in considerable detail if this opportunity in- 
terests you. We'll keep your reply in complete confidence. 


SALES TALENT ASSOCIATES 


Stamferd, Connecticut 








Deane C. Davis and David F. Hoxie, 
associate counsel. Mr. Davis, who is 
also president of Life Insurance Assn., 
and author of the book, “Life Insur- 
ance and Business Purchase Agree- 
ments,” wrote the forward. 

The book tells of the many changes 
that have occurred during the past 
few years in the tax laws and their 
interpretation, in business practices 
and in life insurance procedures for 
funding stock purchase agreements. 

It reviews the relative merits of 
stock retirement and cross purchase 
plans, cites the estate tax implications 
in determining the fair value of a 
stockholder’s share in the business, 
analyzes the problem of unreasonable 
accumulation of earnings, and dis- 
cusses distributions in redemption of 
stock and the attribution rules. 

Other features include citations to 
and commentary on controlling law, 
references to individual state laws 
pertaining to purchase by a corpora- 
tion of its own shares, and specimen 
agreements which can be very useful 
as form guides for attorneys. 

Complimentary copies of the cloth- 
bound volume are available to lawyers, 
trust officers and executives of cor- 
porations. 


IAAHU Selects Advanced 


Underwriting Training Unit 

A special “advanced underwriting 
training committee” has been ap- 
pointed by International Assn. of A&H 
Underwriters for training and research 
in the areas of integrated programing 
of life and health insurance, estate 
and tax uses of health insurance, and 
business disability insurance. Robert 
W. Osler, president Underwriters Na- 
tional Assurance of Indianapolis, will 
serve as chairman. 

Committee members are: Harold 
Moore, A&S director Hoosier Casualty; 
Charles Ray, executive vice-president 
Associates Life; Pasquale Quarto, R&R 
Service; Richard Stump, general agent 
Associates Life; W. Harold Petersen, 
executive vice-president, Underwriters 
National Assurance, .all of Indianapo- 
lis; Ralph Lindop, insurance consult- 
ant, and William Harmelin, Harmelin 
agency, both of New York City; Wil- 
liam Highfield, director of A&S pro- 
motion Western & Southern, Cincin- 
nati, and Oakley Baskin, Mutual Bene- 
fit H.&A., Buffalo, president of IAAHU. 

The committee held its first meet- 
ing in Indianapolis March 12. 

Insurer Organizes Mutual Fund 

Southern Equitable Life of Little 
Rock is establishing an open-end mu- 
tual fund for sale in four southern 
states. The fund is called Insurance & 
Bank Stock Fund Inc., and shares will 
be sold by agents of Southern Equi- 
table Life. Purchases of the fund will 
be concentrated in life insurance and 
bank stocks. 

Southern Equitable operates in 
Arkansas, Mississippi, Oklahoma and 
Louisiana. It has $58 million in force. 
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Cite Value Of DITC 
In Indianapolis 


Sixteen company executives from 
Indianapolis attended a DITC break. 
fast there to discuss the value and 
promotion of DITC classes sponsored 
in that city by the local A&S and life 
agents’ associations. The breakfast was 
sponsored by American United Life, 
Associates Life, Indianapolis Life ang 
Hoosier Casualty. 

Commissioner Palmer, one of five, 
five-minute speakers, reported that his 
department has one man who spends 
full time handling health insurance 
complaints. “Fifty percent are un- 
founded,” he admitted, “but this is no 
excuse. Why doesn’t the policyholder 
understand his coverage? Primarily 
because agents selling health insur- 
ance are inadequately trained to ex- 
plain the coverage they sell. Training 
in the health insurance field is badly 
needed; as commissioner, I would like 
nothing better than to see the spread 
of DITC classes.” 

W. Harold Petersen, executive vice- 
president Underwriters National Life 
and managing director of DITC, 
opened the meeting with a 





“trip H 


through the text” of DITC via colored | 


slides. 

Harold Moore, secretary Hoosier 
Casualty and secretary of DITC, ex- 
plained “Why a Casualty Man Supports 
DITC.” 

“Whatever training course your 
company has, DITC gives men a broad- 
er experience,” Weymouth Fogelberg, 
Indianapolis manager of Indianapolis 
Life, told the group. Richard Stump, 
Associates Life, attributed his mem- 
bership in Leading Producers Round 
Table to DITC training. 

Pasquale Quarto, director of train- 
ing research, R&R Service, announced 
that DITC now has a new conference 
outline for moderators, and he stressed 
the value of the “cross pollination of 
ideas” DITC fosters. 

He also opined that there is no con- 
flict between LUTC-A&S and DITC. 
“LUTC can run classes only in the 
he pointed out, “whereas 
DITC can run a class any time one is 
organized. 


United States Life Boosts 
Its Non-Medical Limits 


United States Life has increased 
non-medical limits on both male and 
female lives. 

The new limits permit applications 
to be taken  non-medically _ for 
amounts up to $25,000 for applicants 
age 25 and under, up to $15,000 for 
ages 26 to 35 and up to $7,500 for 
ages 36 to 40. 


Richard L. John, Franklin Life gen- 
eral agent at Kirkwood, Mo., led the 
company in sales during February 
with a volume of $317,195. 





SHOW 1959 INSURANCE RESULTS 











1959 1958 
1959 1958 IncreaseIn Increase In Insurance 
New New Insurance Insurance In Force 
Business Business In Force In Force Dec. 31, 1959 
$ $ $ 
Connecticut Mutual ........ 580,528,764 541,015,174 350,429,982 321,079,349  4,351,298,337 
Equitable Society 2,641,127,932  2,877,679,881 2,252,786,444 1,973,163,207 35,621,570,493 
Excelsior Life ..... : 72,996,501 70,569,175 36,433,269 34,331,717  _ 529,461,485 
Great Southern 134,881,619 121,027,116 67,701,435 384,263  1,026,599,64 
Industrial Life, Can. ........ 133,013,018 2,867, 84,265,416 68,719, 8,804.9: 
Knights Life® ................. ae 127,502,213 89,587,117 42,497,529 24,917,963 751,478,674 
Manufacturers, Can. 548,217,485! 467,003,238: 403,553 271,537,791  3,181,578,430 
Metropolitan, 4 7,977,117,634 7,886,975,348 5,778,595,953 4,365,350,967 90,002,863, 69 
Mutual Life of N.Y. 1,025,053,323 962,788,940 16,084, 557,696,157 7,394,072,7 
Paul Revere . 134,775,377 105,586,849 3,895, 949, 811,035, 
Protective, Ala. 119,018,648 200 2,956 1580, 1,090,118,715 
Security Mutual, N.Y. .... ,610,5: 924,128 2 ,629,118 9,439,57: 6,596,017 
ee. ES, eee ae 2,670,857,517 1,538,987,072 2,124,800,065 1,346,001,120 25,172,367,531 
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Life [nsurance Compames 


interested in offerin ig... 


Variable Dollars 


Life Insurance companies planning to offer a Variable Annuity or Mutual 
Fund shares will find the unique services of Kalb, Voorhis & Co. unusually 


interesting. 


This New York Stock Exchange firm maintains a branch office in Washington, 
D. C., devoted exclusively to the creation of sales training programs and sales 
aids for the Mutual Funds and for those offering Mutual Fund shares to the 
public. All materials are prepared in compliance with the SEC’s Statement of 


Policy. 


The wealth of knowledge acquired over the years, as the result of this speciali- 
zation, has been tapped by life companies who have entered the variable dollar 
field in one form or another. These companies have turned to Kalb, Voorhis 
for the creation of training programs, for advertising matter and for sales aids 
that comply with the intricate rules and regulations governing such matters. 
They have made use of many of the currently available aids and materials that 
have been employed with outstanding success by the investment industry. 
Skilled staff members have devised basic plans for and guided the actual crea- 


tion of new Mutual Funds as well. 


Your inquiry will be treated with confidence and with intelligent interest. 


FERD NAUHEIM, Partner 


KALB, VOORHIS & CO. 


Members: N. Y. Stock Exch.—American Stock Exch. (Assoc.) 
1037 Woodward Building, Washington 5, D. C. 


REpublic 7-2424 
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Non-Profit Organization Perfect Target 
For Tax-Free Annuities, Brokers Told 


By JUD HIGGINS 


A knowledge of tax laws concern- 
ing non-profit organizations and 
pseudo-corporations can open the door 
to volume business for the wide-awake 
agent, according to Saul Lesser, assist- 
ant general counsel of United States 
Life. Mr. Lesser spoke before an audi- 


ence of brokers attending the evening 
conferences on new insurance ideas 
sponsored by White & Winston agen- 
cy of United States Life at New York. 

“Under the 1958 tax law it is pos- 
sible for a charitable organization, 
such as a hospital, church, or college, 
to buy an annuity for a key executive 
that is not taxable to him until the 


money is paid out as retirement in- 
come,” Mr. Lesser _ said. “And 
shouldn’t that make a wonderful sales 
opening for the agent to sell an an- 
nuity.” 


Agents Are Not Tax Experts 


While cautioning insurance people 
against playing the tax expert, Mr. 
Lesser stated that the advantages 
available in the idea to charitable or- 
ganizations are still not generally 
known. 

“But leave it to the accountant and 
the lawyers to decide if the organiza- 











He can serve 


TODAY’S 


MOST COMPLETE 
PORTFOLIO 
IS CARRIED BY 





every client... and 


need. 























serve him better 


The portfolio carried by the John Hancock representa- 
tive enables him to serve every possible life insurance 


He can offer a wide variety of fine individual policy 
plans, including special contracts for Family and Busi- 


ness Protection, Mortgage Cancellation, Annuities, and 


Family and Retirement Income. He can offer modern 


contracts for Pension and Profit Sharing Plans, indi- 
vidual Personal Health Insurance, and Group Life, 


Accident and Health coverages, too. 


... the man who sells John Hancock 


The man who sells John Hancock can sell the most 
advanced, most complete protection available — and 
can service a wide variety of client needs. 





MUTUALY LIFE 


BOSTON, MASSACHUSETTS 
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tion qualifies for this privilege unde 
the law,” he said. 

Mr. Lesser explained that if Genera 
Motors rewards an employe with ap 
annuity of $10,000 that is non-forfeijt. 
able, then under the idea of construc. 
tive receipt the money is taxed with 
the employe’s present income, even 
though he does not actually get the 
check until retirement. For the prop. 
erly qualifying non-profit organiza. 
tion, the law allows the annuity with. 
out present tax. 


How The Exclusion Works 


“Of course, some day the tax wil] 
fall,” Mr. Lesser said, “but by that 
time the employe is in a much smaller 
tax bracket.” 

Mr. Lesser went on to cite the 
limitations of the tax advantage, which 
bring the allowable amount for an. 
nuity purposes into proportion with 
the salary of the employe. The em. 
ploye has an exclusion allowance of 
20% of his most recent year’s salary 
multiplied by the number of years he 
has been with the organization. When 
this amount has been used for an- 
nuity purposes, an additional amount 
may be put into the annuity each year 
equal to 20% of the employe’s cur- 
rent salary. Or a level premium plan 
can be worked out, Mr. Lesser ex- 
plained. 

With the tax advantage to key em- 
ployes available, the non-profit or- 
ganization can make a position at- 
tractive in ways that make up for 
lower salaries. The specific advant- | 
ages of a tax-free annuity over quali- | 
fied pension plans or deferred com- 
pensation are many, Mr. Lesser said. | 
For the annuitant, the money is ac- | 
tually his property to do with as he 
pleases. It is not subject to the whim 
of the employer. 


Calls Discrimination An Advantage 


For the employer, “this kind of plan 


can discriminate, and in some cases |, 
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that is an advantage,’”’ Mr. Lesser sug- || 


gested. “And you need no formal 
plan with Treasury approval.” 


Another benefit mentioned was that | 


the employe can choose to take a 
salary cut in order to get an annuity, 
if he wants to. Another attractive 
feature is that for estate tax purposes, 
any death benefit is excluded from 
estate taxes, Mr. Lesser said. If the 
plan is contributory, the cost to the 
employe is tax free, and the tax bite 
comes only on employer-donated 
money. 











“When you think of all the churches | 


and hospitals there are, you can see 
what a tremendous potential this kind 
of information has,’ Mr. Lesser said. 

Another tax angle that can be ad- 
vantageously used by the agent is the 
provision allowing corporations to 
elect to be taxed as partnerships— 
the “pseudo-corporation” law. Mr. 


(CONTINUED ON PAGE 31) 
15 Fidelity Mutual Life 
Agency Builders Named 


Fifteen general agents of Fidelity 





Mutual Life have received the com- 


pany’s agency building award. 

Winning general agents are C. E. 
Butler, Chicago; G. N. Charuhas, 
Miami; J. T. Flanagan Jr., Philadel- 
phia; Hans Guenther, New York; G. A. 
Hatzes, Washington, D.C.; Toy Karp- 
pinen, Camden, N. J.; G. W. Kenney Jr., 
Los Angeles; James Krometis, Balti- 
more; R. J. Kistler and W. G. Pierce, 
Philadelphia; F. M. Smith, Pough- 
keepsie; R. G. Trimborn, Dayton; 
D. J. Viering, Hartford; W. R. Wampler 
Jr., San Diego and G. E. Wheeler, 
Manchester. 
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MAKING NEWS IS OUR BUSINESS — Scan the papers... you'll find Continental 
making news whenever and wherever its policyholders make news—a thousand times a day. ¢ Case in point: A man 
retires. And a Continental Pension Plan helped make it possible . . . helped write a bright new chapter in his life 
by guaranteeing the money it takes to make such a dream come true. ¢ Find out about Continental Assurance... 
its mighty resources... its dynamic growth ... its many mew and varied forms of insurance for groups and indi- 


viduals. ¢ Ask your own insurance consultant . . . your friend . . . about what’s new at Continental Assurance. 


vonceceee Continental Assurance 


COMPANY 
A Pp pearl n g 310 South Michigan Avenue, Chicago 
in U. S. NEWS A member of Continental-National Group 
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HeNATIONAL UNDERWRITER 


Dowell Scores Critics Of The New 
In Life Insurance Merchandising 


Critics who blast innovations in life 
insurance marketing methods without 
taking into ac- 
count the causes 
that brought about 
the changes were 
given some 
straight-from- 
the-shoulder ans- 
wers by Executive 
Vice-presi- 
dent Dudley Dow- 
ell of New York 
Life in his talk at 





the recent Los 
Dudley Dowell Angeles sales con- 
gress. 


“When one reads some of the articles 
in our trade publications or listens to 
some of the speeches made at industry 
conventions criticizing various ele- 
ments of our present ‘marketing mix’ 
one is struck by the fact that there is 
much desperation thinking in this 


argument that we are hopelessly lost 
unless we maintain the status quo,” 
he said. 

“There is, of course, a basic differ- 
ence between a person who simply 
deplores a problem and a person who 
is responsible for evolving measures to 
solve it. It is strange that so frequently 
the person who has the responsibility 
for solving a problem is blamed for its 
existence. 

“In other words, it’s easy to criticize, 
to deplore, to be against the economic 
conditions that necessitate the market- 
ing changes that have been made in 
the life insurance business recently, 
but it is quite different to be in a 
position of responsibility for providing 
management methods to cope with a 
dynamic, bulging economy. The fact 
that a person is busy in solving prob- 
lems and does not spend his time 
speaking out against the conditions 
that create them does not mean that he 


condones the causative conditions any 
more than the person who is free to 
shout about what is wrong.” 

Becoming more specific, Mr. Dowell 
said: 


“We frequently hear individual field 
underwriters preaching vehemently 
against the expansion of group insur- 
ance as a threat to the agency system 
and the career agent, and blaming 
management for the conditions that 
create the demand for more group 
insurance and in different forms than 
were thought necessary 10 years ago. 
The implications by these critics is 
that management is pleased with all 
the inevitable economic problems of 
our present life, aggravated and com- 
pounded by confiscatory as well as 
discriminatory personal income taxes. 

“It would be unfair, however, to 
brush off lightly the sincere feeling of 
some field people that the present 
trend of group underwriting—in the 
words of Harry K. Gutmann, Mutual 
of New York, New York City and presi- 
dent of the New York State Assn. of 


Life Underwriters—‘may spell the 


death knell of the agency system, or at 
least confine its operation to a much 
smaller group of top level estate plan- 




























Here’s Simplified Group 


Insurance! 


insurance— 


fieldmen. 


The 


With Lincoln Life’s simplified Group 


The proposal is complete on one sheet. 
The clean, concise announcement pamphlet 
doubles as the employee’s certificate. 
Lincoln Life’s unusual billing procedure is 
so easy to administer that last-day employ- 
ment changes can be included. And, the 
administrator handles both routine and un- 
usual situations on a simple, self-informing 
basis. For more details, read LNL’s Group 
ads in Fortune and Nation’s Business. 


Lincoln Life’s unusual approach to 
Group insurance is another reason for our 
proud claim that LNL is geared to help its 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Its Name Indicates Its Character 


Fort Wayne, Indiana 
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ners; it will certainly tend to shrink 
income potential of tomorrow’s fy 
time agent, if he survives at all.” — 

The cause of most of the misung 
standings and reactions on both sida 
said Mr. Dowell, is that “we have 
difference in the fields of the sh 
range viewpoint of two parties whg 
long-range objectives are parallel? 

On this account, Mr. Dowell favo, 
serious consideration of the proposal, 
Mr. Gutmann for a committee of th 
New York State Life Underwrite, 
Assn. to meet with a similar committ, 
of company presidents so as to “joint) 
explore” the various reasons for cg. 
troversial industry actions ay 
changes.” 


Won’t Stay The Same 


Emphasizing the essential place 
the agent in the marketing of lif 
insurance, Mr. Dowell said, however, 
that “this does not in any sense mea, 
that they will remain the same kind of 
agents in the future.” 

“No one has yet found a final an. 
swer as to the best way to organize 
for the sale of personal insurance,” he 
said. “Progress can only come through 
experimentation. The insuring public 
is the only real judge of what will 
succeed. 

“Yet nothing is clearer than this: 
Without the persistence and resource- 
fulness of the successful career agent, 
private life insurance can never expect 
to meet the challenge of potential 
governmental intrusion into the per- 
sonal insurance field.” 


Pru Makes Awards To Its 
Ordinary Agency Leaders 


President’s trophies and president's 
citations have been awarded by Pru- 
dential to its leading ordinary agen- 
cies. 

The trophy for leadership in all- 
round accomplishment went to the 
New Orleans agency managed by 
S. L. Marks, and the trophy for leader- 
ship in brokerage accomplishment, to 
the Montreal agency managed by 
Adolph Gardner. 

Citations for performance were 
awarded to the following agencies and 
their managers: Kansas City, G. S. 
Baker; Los Angeles, Jack White; Jack- 
sonville, L. C. Tally; Philadelphia, 
R. H. Rice Jr.; Charlotte, E. L. Horton; 
Cleveland, J. D. Buchanan Jr.; Fort 
Worth, J. A. McCelvey; Raleigh, L. A. 
Peacock; Richmond, H. S. Greene; 
Seattle, L. C. Yount; Macon, C. P. 
Allen; St. Louis, J. R. Higgins; El Paso, 
H. B. Travis; south Jersey, W. R. 
Israel, and Fort Dearborn (brokerage), 
D. K. Alford. 








Wis. Blue Cross Boosts 
Single Subscriber Rates 


Wisconsin Blue Cross is boosting its 
rates for direct-paying subscribers to 
eliminate losses which totaled $1,233,- 
000 last year. 

Beginning April 1, single subscrib- 
ers rates will be $4.50 to $5 a month 
or from $4.95 to $5.25, depending on 
the type of policy. The increase for 
family subscribers will be from 
$9.90 to $11 or from $10.40 to $11.50. 

In another change, certain direct 
paying subscribers will be ineligible 
for Blue Cross if they are covered by 
some other group plan. Those affected 
will be persons who have left a Blue 
Cross group plan but continued to 
keep their coverage by paying direct- 
ly. This change and the rate increases 
will not affect the 940,000 persons 1m 
the state enrolled in Blue Cross group 
plans. 
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Over 70% of our life applicants are already 
policyholders in our Auto or Fire Companies! 


Never underestimate the power of companion-line selling. 

Consider the State Farm Career Agent. He is equipped with the 
knowledge to place and service Life, Auto and Fire lines. For him, a 
client leads to another client. Virtually every family insurance need 
can be fulfilled from the complete, integrated protection this man can 
provide from his well-rounded portfolio. 

As long as there are families . . . as long as there are lives and homes 


and cars to be protected, the State Farm agent will prosper uniquely. 
He enjoys many other advantages, too. Like being his own boss 
. . a truly independent businessman representing only State Farm. 
He enjoys Regional Head Office bookkeeping and billing . . . Career 
Man training . . . and much more. And too, he is able to identify him- 
self fully with the good name and strong promotional efforts of the 
world’s largest auto insurance company. 


State Farm Life Insurance Company 


STATE FARM 


Companion company of State Farm Mutual Automobile Insurance Company and INSURANCE 
State Farm Fire and Casualty Company. Home Offices: Bloomington, Illinois = 
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HeNATIONAL UNDERWRITER 


Institute Points Out 
Pitialls Of Term Cover 


Though it does not refer to the 
strongly slanted pro-term article in 
the April McCall’s magazine, the fol- 
lowing statement on the merits of 
term vs cash-value life insurance was 
issued by Institute of Life Insurance 
this week at a time that makes it use- 
ful in reassuring McCall’s readers who 


may be disturbed by some of the state- 
ments in the article. The statement 
from the institute is preceded by a 
note saying it is being used by the 
institute to answer questions raised 
concerning the relative uses and mer- 
its of term insurance and cash-value 
insurance and that “because of an 


increasing number of cases recently 
in which this question has been raised 
publicly by non-insurance channels, 
the statement has been sent to all 
member companies of the _ institute 
and is also being sent to the trade 
press for whatever use it may wish to 
make of it.” 


Life insurance protection comes in 
two basic forms: term insurance and 
permanent or cash-value insurance. 
The latter includes straight or whole 
life, limited-payment life, endowment 
and retirement income policies. 





BROKERS! THINKING OF 











A:H? THEN 
THINK OF US 
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Brokers can now fully satisfy their clients’ needs for 
A & H protection through Great-West’s three great 
new series of plans featuring non-cancellable and 
guaranteed continuable contracts. 


Great-West Lire 


ASSURANCE 


HEAD OFFICE - WINNIPEG, CANADA 





COMPANY 
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Term insurance was designed by th 
life insurance companies for short. 
term protection needs or needs 4 
known duration. Cash-value insurang 
is for lifetime protection and the long. 
range goals of family financial plan. 
ning. It serves three purposes: protec. 
tion for the family of the policyholde 
who dies too soon; retirement value 
for the policyholder who lives beyonj 
his earning years, and emergency re. 
serves for living along the way. 

Among the purposes for which term 
insurance is ideally suited are provid. 
ing extra protection until the childrey 
are on their own; guaranteeing to the 
family possession of the home, fre 
and clear if the father does not live ty 
pay off the mortgage, and covering 
loans or other debts. And for young 
families just starting off and unable to 
afford the protection they need on a 
more permanent basis, the answer 
may be a term policy, converting auto- 
matically to cash-value life insurance 
later on. 

But term insurance was never in- 
tended as a substitute for cash-value 
life insurance in providing lifetime 
protection. This difference in design 
becomes clear by comparing the salient 
characteristics of a term policy anda 
whole life policy. 

The term policy pays off only if the 
policyholder dies within the period 
covered. The whole life policy, in con- 
trast, guarantees payment of the face 
amount of the policy whenever the 
policyholder dies, regardless of how 
long he lives. 

A term policy gives protection only. 
A whole life policy gives protection 
and, beyond that, builds cash values 
that can be called upon in emergen- 
cies or used to supplement retirement 
income. 

A term policy expires without value 

(CONTINUED ON PAGE 18) 


IAAHU Board Proposes 


To Rename Association 


International Assn. of A&H Under- 
writers will be renamed International 
Assn. of Health Underwriters after 
the June convention at Chicago if 
members approve the board’s recom- 
mendation. The directors, at their Feb- 
ruary meeting, proposed the change 
to conform with the more modern us- 
age of “health insurance” in place of 
“A&H” or “A&S.” 

In other: action, the board inaugu- 
rated the William E. Lebby Contribu- 
tory Foundation to promote a “full 
and fair exposition of the facts of 
health insurance” so that the public 
can form an independent opinion of 
which type of health coverage would 
best serve its needs. The fund, named 
after the retired Massachusetts In- 
demnity & Life general agent at Los 
Angeles, will remain untapped until it 
has accrued $25,000. 

W. L. Clapp, of the Eastern Under- 
writer and IAAHU publicity chairman 
will edit the association’s 30th anni- 
versary history. This will appear in a 
special commemorative issue of A&H 
Underwriter in June. 

Managing Director Bruce Gifford 
reported local associations are being 
formed at Pensacola, Rapid City, S. D. 
Long Island, and in the Moline, III, 
-Davenport, Ia., area. 

E. H. O’Connor, managing director 
of Insurance Economics Society and 
legislative chairman, said 100,000 anti- 
Forand bill pamphlets have been dis- 
tributed. 

The public relations committee, un- 
der Earle Bennett, Provident L.&A., 1s 
studying the possibilities of education- 
al TV for telling the A&S story to the 
public. 














March 19, 





19, 19g March 19, 1960 


d by th 
> short. 
eeds of 
ISUraNnce 
he long. 
al plan. 
Protec. 
y holder 
, Values 
beyong 
ncy re 


ch term 
provid. 
hildren 
; to the 
e, free 
live to 
oVering 
young 
able to 
1 ona 
answer 
3 auto- 
urance 


er in- 
Value 
'fetime 
design 
Salient 

anda 


if the 
period 
n con- 
e face 
r the 
how 


only, 
ection 
values 
rgen- 
ment 


value 











LIFE INSURANCE EDITION 


ay > provident 
{ME.; +s Le 
As ence: 
3, the 


gl, tt. 
ene ature’ Pengence. 


BP od of 12 


ssde iraly. Crit 





Report on a “provident” year 


Ninereen FIFTY-NINE was a “provident” year for 
our policyowners. Thousands of people benefited 
from the foresight which had provided for their 
necessities through the guaranteed payments of 
Provident Mutual insurance. Thousands of indi- 
viduals and families, through the counseling of their 
Provident Mutual agents, prepared prudent plans of 
future insurance protection and savings. 

These insured plans helped the Company to report 
another successful year in a decade of dynamic 
growth. Provident Mutual life insurance sold in 1959 
totaled $295,696,000, an increase of 15% over 1958, 
bringing the total amount of policyowner life insur- 
ance protection to an all-time high of $2,465,035,000. 
Accident and Sickness insurance in force at the end 
of 1959 reached $5,231,000, in terms of yearly pre- 
miums, as compared with $3,510,000 a year ago. 

This growth is a reflection of the continuing prog- 
ress that was made during the year in the develop- 


ment and introduction of new and improved types 
of insurance protection. But providing for the future 
requires growth in other areas as well—and the 
Company has met this additional requirement in 
vigorous fashion. For example, Provident Mutual in 
1959 continued to pursue its careful selection and 
training program for new agents and through this 
planning was able to add a substantial number of 
competent representatives. Progress such as this 
provides a solid basis for future development in 1960 
and the years to follow. 


For the Provident Mutual policyowner, these 
growth patterns will mean even broader, more com- 
prehensive coverages. For the Company—entering a 
new decade on a sound foundation built through 95 
years of experience and challenged by the prospect 
of the future—they will mean greater opportunity 
for ‘‘provident” service to our policyowners and the 
American public. 


Provident Mutual 


Life Insurance Company of Philadelphia 


ll 
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Change Outdated 
Policy Wording, 
Beadles Pleads 


The insurance business has a ten- 
dency to continue using the same 
wording in policy clauses long after 
courts have construed the meaning in 
a way foreign to the wording’s intent, 
William Beadles, Illinois Wesleyan 
University, told the March meeting of 
Indianapolis A&S Assn. 

Citing as an example the.wording of 


THINK ABOUT 


19770 








If you are qualified in Life- 
and-Accident-and-Sickness 
Insurance and are ready 
to step up to the General 
Agent level . . . THINK 
WHAT YOU CAN BUILD 
FOR YOURSELF IN THE 
NEXT 10 YEARS WITH AN 
OLD LINE LIFE GENERAL 
AGENCY. 


Old Line Life offers solid 
advantages to such men 
... modern policy contracts, 
sales aids, liberal commis- 
sions, plus financial assist- 
ance and the know-how 
you need to make your 
step a rewarding one. 


Act now, write for full 
information. The Old Line 
Life Insurance Company of 
America, Milwaukee 1, 
Wisconsin. Dept. N-4 


Forrest D. Guynn, Ex. Vice President 
R. J. Kohlruss, Director of Sales 


IN CALIFORNIA, FLORIDA, ILLINOIS, 
INDIANA, IOWA, MICHIGAN, MINNE- 
SOTA, OHIO, SOUTH DAKOTA, 
WISCONSIN 


TW NEIIPE 
D 


STA 


INSURANCE COMPANY OF AMERICA 


HOME OFFICE MILWAUKEE 
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the total and permanent disability 
clause in a life contract, Mr. Beadles 
stated that court decisions had turned 
it into a total disability clause with a 
four or six month waiting period; yet 
a recent survey of 25 leading life 
companies now writing the clause 
indicated that the majority of them 
still use the old wording, now mean- 
ingless in practical effect. 

Mr. Beadles said that praé¢tically 
every life policy refers to double in- 
demnity, and yet since the contract is 
clearly not a contract of indemnity, 
how is it possible to have double 
indemnity in it? 

He said it is common to refer to 
benefits “in case of accidental death,’ 
but the majority of so-called double 
indemnity endorsements are worded 
for death by accidental means—except 
that by court interpretation, any death 
that is accidental is construed to be by 
accidental means. 

Mr. Beadles concluded by remarking 
that while it is interesting to him as 
an insurance teacher to see how the 
interpretation of clauses in policies is 
changed by case law and company 
practice, he wonders just how long 
companies will continue to use the 
“old, meaningless wording.” 

Richard Stump, general agent for 
Associates Life and DITC committee 
chairman, reported that the associa- 
tion’s seventh consecutive training 
course was currently in session. 

W. Harold Petersen, executive sec- 
retary Underwriters National Assur- 
ance and president of the local associa- 
tion, announced that membership now 
stands at 158—an all-time high and 
only five members less than the 
Chicago association, with which the 
Indiana association is waging a mem- 
bership battle. 


New $50 Million Plaza In 
Hartford To Have Radio, 


TV Center For Travelers 

Travelers has paid $2,850,000 to the 
Hartford redevelopment agency for 
deed to a tract on Hartford’s river 
front on which will rise Constitution 
Plaza, a group of mercantile, office 
and recreation buildings. 

Constitution Plaza was incorporated 
to provide financial backing to begin 
the $50 million project. The corpora- 
tion raised $4 million through sale of 
stock. Travelers purchased 33,500 
shares, while 6,500 shares were as- 
signed to F. H. McGraw Co. of Con- 
necticut. Chairman of the corporation 
is Gladden W. Baker, Travelers fi- 
nance committee chairman. President 
of the corporation is Roger C. Wilkins, 
vice-president of Travelers. 

Travelers will build a modern com- 
munications center, Broadcast House, 
for its broadcasting service, station 
WTIC and TV channel 3. 

Among large buildings planned for 
the site are a new home office for 
Phoenix Mutual Life, and a ramp 
garage to accommodate 675 cars. The 
old buildings have been razed, and 
construction of Travelers Broadcast 
House is scheduled for completion by 
March, 1961. 


Raleigh Company Formed 

A new life insurance company, the 
National Trust Life, has applied for a 
charter and license in North Carolina. 
The company, which will write ex- 
clusively ordinary business, will be 
located in Raleigh. Proposed as pres- 
ident is Emmett W. Stalvey, one of 
the organizers of the company. 

Fifty thousand shares of stock at 
$10 each have been issued and over- 
subscribed. 





At Life Agency Managers Assn. of 
Detroit’s annual man of the year din- 
ner: Walter E. Pattee, Travelers; Al- 
den C. Palmer, Indiana commissioner, 
and Kenneth R. Strang, John Hancock. 
Mr. Palmer was guest speaker at the 
affair at which the outstanding man in 
more than 50 life agencies was honored 
with a reception pius a plaque in- 
scribed with his achievement. Mr. 
Strang is president of the association 
and Mr. Pattee, treasurer. 


Chicago Claim Assn. 
Hears Discussion Of 
Homicidal Beneficiaries 


Anxious, perhaps, to make up for 
lost time (last month’s meeting was 
cancelled because of snow), members 
of Chicago Claim Assn. turned out in 
full measure this month to hear Don- 
ald M. Lowry, A&S department at- 
torney of Continental Casualty, dis- 
cuss “Homicidal Beneficiaries.” 

Noting that recent and sensational 
front page cases involving bombs 
aboard airplanes lent a special interest 
to his subject, Mr. Lowry said that 
the beneficiary’s right is forfeited 
when he is proved to be feloniously 
involved. This is based upon the his- 
torical axiom that when a _ person 
commits a wrong he cannot benefit 
from that wrong. 

However, Mr. Lowry noted, there 
are three exceptions to this general 
rule. The first is when a lack of 
felonious intent can be ascertained 
(as when a woman inadvertently runs 
over her husband while backing out 
of the garage). The second is when 
the beneficiary is mentally unbalanced. 
And the third is an act of self-defense 
upon the part of the beneficiary. 

The company can be relieved of 
liability if a provision is included in 
the policy which specifically excludes 
conspiracy between the insured and 
beneficiary; or if fraud on behalf of 
the beneficiary at the inception of the 
policy can be proved. 

Mr. Lowry closed by offering some 
“rules” for beneficiaries who may 
wish to benefit from a homicide: Un- 
der no circumstances take out the 
policy on the “prospect” shortly be- 
fore his death; cover all tracks; the 
beneficiary should take out a larger 
policy on himself; make the homicide 
look like an accident; read the policy 
and make sure of the exclusions; and 
pick a_ state where manslaughter 
doesn’t prevent the beneficiary from 
recovering. 





Form GAMA At Fayetteville 


A local association of General 
Agents & Managers Conference of 
NALU has been formed at Fayette- 
ville, N. C. Officers are J. Donald 
Clausen, Prudential, president; Herbert 
Martin, Life of Georgia, vice-president, 
and Terry Johnson, Liberty Life, sec- 
retary-treasurer. Directors are Russell 
C. Crowell, Provident Mutual; James R. 
Breedlove, Charlotte Liberty Mutual, 
and K. E. Knight, Home Beneficial 
Life. 
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New Missouri Handbook 
Is Off The Press 


A new Underwriters Handbook of 
Missouri has just been published by 
the National Underwriter Company. 
It provides complete and up-to-date 
information on the agencies, compa- 
nies, field men, general agents, 
groups and other organizations af- 
filiated with insurance throughout 
the state. Copies of the new Missouri 
Handbook may be obtained from the 
National Underwriter Company at 
420 East Fourth Street, Cincinnati 
2, Ohio. Price $12.50 each. 











Twyman, Bikotf Named Officers O} 
Aetna Life GA Advisory Council 


Earl D. Twyman, San Antonio, and 
Arthur H. Bikoff, New York, have 
been elected chairman and secretary, 
respectively, of Aetna Life’s General 
Agents’ Advisory Council. Other mem- 
bers of the council are Henry A. Mad- 
dox, Atlanta; Gilbert V. Austin, Brook- 
lyn; W. T. Craig, Los Angeles; W. J. 
Schergens, Shreveport, and S. G. Car- 
son, Toledo. 





FOR MEN 





S the opportunity to sell additional 

life coverage to your clientele dry- 
ing up? A recent survey by LIAMA- 
LUTC indicates this fact in that the 
industry sells only 13% of its volume 
to men over age 45. 

Is this because of insurability? To 
a certain degree yes, but digging 
deeper one will find that most men 
over 45 feel their life coverage is 
adequate and are turning to equity 
investments so as to balance their 
fixed dollar programs. 

There is no reason why you should 
lose income from your clients just 
because their desires are directed to 
another phase of their personal 
financial programs. With mutual 
funds you can be modern and fill 
those new needs and wants. Yes, 
mutual funds can turn your costly 
service calls into highly profitable 
work. Let me show you—write im- 





mediately! 


HI. Ned, 


Agency Vice-President 


LIFE INSURANCE GENERAL AGENCIES OPEN IN Arizona 
California ¢ Colorado ¢ Connecticut « Delaware « Florida 
Georgia « Illinois « Indiana « Kentucky « Louisiana 
Maine Maryland « Massachusetts ¢ Michigan « Missouri 
New Hampshire « New Mexico * Ohio « Uklahoma « Penn- 
sylvania ¢ Tennessee © Utah « Virginia « West Virginia 
District of Columbia « Hawaii 
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Slandard Life 


OF INDIANA 
INDIANAPOLIS 
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Thinks Life Doing OK 
In Turnover Problem, 
Tells How To Do Better 


Life insurance has no reason to 
castigate itself about turnover because 
the industry is doing as good a job 
with it, if not better, as any other 
business, James Dunning, vice-presi- 
dent New York Life, told General 
Agents & Managers Assn. of Indiana- 
polis at the February meeting. 

Mr. Dunning reported that only 50 
out of 100 new businesses last a year 
and that at the end of four, only 33% 
are left. ““Not too many men are cap- 
able of being their own bosses,” he 
said, “which is just what the job of 
selling life insurance is.” 

He cited an article in Nation’s 
Business reporting that of all college 
trainees hired, half don’t stay with 
their original job a year and 95% do 
not survive ten years. 

The real problem in turnover, he 
declared, is not the man who quits 
because he can’t sell but the one who 
demonstrates he can but quits anyway. 
New York Life hired an independent 
consultant to interview 200 men who 
had demonstrated they could sell life 
insurance and then quit. The inter- 
views showed 75% felt they could 
have “made it” if they had had more 
personal supervision; 79% said they 
would have been more effective while 
they were in the business had they had 
more such supervision; and 15% said 
they thought probably they would 
have been so. 


Cut Out Agency Trainers 


“The trouble is that most men come 
into the business because they are sold 
by and sold on the manager. Too often 
he then turns all training supervisory 
responsibility for them over to some- 
one else. For instance, we used to have 
agency trainers. We cut them out after 
the survey,” he explained. 

It is the responsibility of the man- 
ager, Mr. Dunning said, to make sure 
the man understands the job and his 
responsibilities and then to follow 
through with daily contact with him, 
do some field work with him, and be 
hard-boiled about insisting he does 
the things he must to succeed. 

“Some supervisory work can be 
delegated,” he said, “but not all of it, 
particularly not daily personal con- 
tact.” 

Many work formulas are “unreal- 
istic,” Mr. Dunning said. “One often 
set is ten calls and three interviews a 
day. I know darn well I couldn’t make 
such a quota. The result is that many 
agents under it take to exaggerating 
their calls. One realistic and effective 
formula is this: 

“See your best prospect on Monday 
night. If you sell him, you can work 
relaxed for the rest of the week. If 
you don’t, you have the rest of the 
week to sell someone else. Then have 
two openers and one close a day. As a 
manager, get your agents to tell you 
at the beginning of the week, their 
two best prospects for the week. Then 
check throughout the week on how 
they are coming with them. If they 
don’t close them, let them put them on 
their list one more week. If they aren’t 
closed then, make them get some 
better ‘best’ prospects.” 


Colonial Life Ieesonnes 
Its Non-Medical Limits 


Colonial Life has increased its 
non-medical limits for the purchase 
of new ordinary life coverage. 

The new non-medical limits for 
ages zero to 9 are $10,000 for policies 
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other than term coverage. For ages 
10 to 30, the limit is $25,000 on poli- 
cies other than term and $12,500 for 
term and reducing term policies. The 
respective limits are for ages 31-35, 
$15,000 and $7,500, and for ages 36-40, 
$5,000 and $3,000. 

District of Columbia Life Under- 
writers Assn. has launched its first 
blood donor drive in response to an 
emergency call for donations from the 
Red Cross Washington Regional Blood 
Center. Some 120 members have al- 
ready signed up for donations. 


All American L.&C. 
Agent Sells $1 Million 
In 12-Hour Period 


Roland A. Derosier, All American 
L.&C., Providence, R. I., wrote nine 
applications for personal life insurance 
on nine individuals in nine separate 
interviews for a total volume of $1 
million in one day. No term insurance 
was involved and each case was a 
first interview. 

Mr. Derosier closed his first case at 
noon and immediately telephoned an- 
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other prospect for an appointment, 
which again resulted in a highly suc- 
cessful interview. He followed his 
hand, so to speak, repeating the per- 
formance until he closed his ninth 
case at midnight with sales of exactly 
$1 million. 

Occidental of Raleigh has approved 
a stock dividend of approximately 
25%, payable to stockholders of record 
February 26. The company increased 
its insurance in force in 1959 by 13% 
over 1958, a record in percentage in- 
crease. 





THIS MAN 


BUSINESS 


underwriting. 


proved sales plans. 


clinics. 


industry. 


Etna Life Trains for Success 


INSURANCE 
Affiliates: Attna Casualty and Surety Company 





ISN’T AFRAID 

TO CLIMB FOR 
SUCCESS IN THE 
LIFE INSURANCE 


The climb for success isn’t easy. It takes an out- 
standing man with excellent training and experi- 
ence to reach the top. Many who have already 
succeeded give significant credit to AZtna Life’s 
training program. It is a comprehensive, five-step 
course which gives AZtna Life representatives the 
firm foundation necessary for successful field 


1 Basic Estate Control Plan School. A four-week course 
at the Home Office with expert instructors teaching 


Career Course. Under the general agent’s supervision, 
field work is combined with text book study. 


3 Advanced Training. Business insurance and tax courses 
at the general agency supplemented by field schools and 


4 C.LuU. Participation. The company provides financial 
assistance for text books and examinations. 


5 Leaders Seminars and Regional Meetings. Men who 
qualify exchange ideas with other top salesmen, Home 
Office personnel and prominent men from business and 


ETNA LIFE 


COMPANY 


The Standard Fire Insurance Company ° Hartford 15, Conn. 
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Making Agents’ Earnings Measure 
Of Company Suecess Proves Sound 


The most important single measure 
of the success or failure of an agency 
program is the improvement or deter- 
ioration of agents’ earnings, R. Fred 
Richardson, superintendent of agencies 
and secretary of Maritime Life told 
the annual meeting of LIAMA’s Agen- 
cy Management Conference in Toronto. 

“What better measure of a com- 


For our field force... 


pany’s sales progress than the earnings 
of its agents?” Mr. Richardson asked. 
“A salesman’s remuneration is directly 
related to and approximately propor- 
tional to his contribution to the devel- 
opment of the company’s clientele, 
production and profits.” 

He added that if companies are 
building soundly for the future they 


a 


are not just interested in figures on 
the books today but in developing 
full-time career life insurance sales- 
men. He pointed out that while there 
are many things that go into making 
successful full-time career life insur- 
ance agents, one important ingredient 
is adequate earnings. 


Earnings Of Vital Concern 


“Thus,” he said, “the improvement 
of agents’ earnings is of the most vital 
concern to the eventual successful 
growth of the company.” 

Mr. Richardson made the point that 





NATIONAL 


ADVERTISING 


Bankers Life of Nebraska, continuing its award-winning 
national magazine advertising program, is pointing up “The 
Good Things of Life” to more than 15,000,000 Americans. 
With a direct mail tie-in program, available free to the field 
force, national advertising is creating an aura of community 
prestige as well as national recognition for the company. 


This extra measure of recognition is another of the many 
ways that Bankers Life of Nebraska provides incentive to its 
field force. 








BANKERS LIFE OF NEBRASKA 


LINCOLN 
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“when policyholders purchase life 
insurance they are entering a long. 
term relationship with us throughoy 
the length of which they have paid for 
and are entitled to the kind of service 
which can only be provided by a4 
successful, full-time life insurance 
salesman.” He said prospective policy. 
holders should give first consideration 
to selecting a life insurance agent ip 
whom they can place reasonable con. 
fidence and who will be in the business 
five years from now. 

“The criterion for an agent’s being 
in our service five years from now js 
almost invariably his earning ability,” 
he said. ‘Hence, improvement ip 
agents’ earnings is important for the 
customer.” 


Building Nucleus First Job 


To obtain maximum improvement 
in agents’ earnings, the first thing 
Maritime Life did was to decide on the 
priority of agents’ earnings in planned 
agency expansion. He said that it was 
necessary that existing agents increase 
their earning power so they could be 
counted on for continued production 
and would be a hard core nucleus 
around which to build sales and man- 
agerial development programs. A 
higher survival rate was essential to 
growth and economy. 

The second key step was to see that 
this objective permeated the entire 
organization, agency and administra- 
tive divisions alike. 

The third step was to analyze the 
entire agency situation to determine 
those areas where concentration of 
efforts would provide the greatest 
immediate and long run results. 

The fourth and final step was to 
establish long-term and_ short-term 
agency goals, to plan steps to be taken 
and then execute these plans as quick- 
ly and effectively as possible. 

The company also has plans for 
developing sales activity to make the 

(CONTINUED ON PAGE 21) 


LOMA Meeting Proceedings 


Sent To Member Companies 


Copies of the proceedings of Life 
Office Management Assn.’s_confer- 
ence last September in Chicago have 
been distributed to member compa- 
nies. 

The 405-page volume, a complete 
record of the meeting, contains 
transcripts of the presentations of six 
speakers who addressed the general 
sessions of the meeting, the complete 
text of panel and discussion sessions 
and the association’s business session. 
An appendix lists the 1959 LOMA In- 
stitute fellowship and _associateship 
awards and the attendance at the con- 
ference. 

Copies of the proceedings may be 
ordered from LOMA, 110 East 42nd 
Street, New York 17, N. Y. Price to 
non-members is $8.25 including post- 
age. LOMA member companies may 
purchase additional copies at $5.25 
each. 
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LIFE INSURANCE EDITION 


“There are more things in heaven and earth, Horatio, 
than are dreampt of in your philosophy” 


Nn 








Too often a man fails in our business simply because he does not open his 
eyes to the versatility of his product and his important services. His sales activity is confined 


within the boundaries of limited knowledge. To oils 
| [———— 


eliminate those boundaries, The Union Central j,i emer ; 
concentrates on developing confidence and peak ell | 
capacity within its new agents as rapidly as possible 

— through a training program so comprehensive 
it begins even before the prospective agent signs 
his contract. This is one more reason why the man 
who decides upon a career with The Union Central 
knows early that he can succeed to the full extent 


of his ability and determination. 





The UNION CENTRAL LIFE Insurance Company - Cincinnati 


Security for the American Family since 1867 
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Summaries Of 1959 Life Company Business 


(CONTINUED FROM PAGE 2) 
738,311 group. Based on more than $9 
billion in force, the company now 
ranks as 11th largest life company in 
North America, advancing from 12th 
position which it has held for five 
years. 

A&S premiums, including group and 
individual, were $3,367,942 ahead of 
1958 for a total of $86,275,489. 

Assets as of Dec. 31, 1959, were 
$750,725,803, increasing $60,572,014. 


KNIGHTS OF COLUMBUS 

Insurance in force for Knights of 
Columbus at year end had increased 
to $913,176,000 from $822,637,000. As- 
sets at year end were $155,487,000, 
against $141,871,000 in 1958. Surplus 
increased to $19,393,000, up $3,291,- 
000. Ratio of assets to liabilities was 
114.25%. Net interest earnings were 
up 10 basis points to 3.82%. 


LIBERTY LIFE 
Insurance in force of Liberty Life 
was up $118,946,000 to $1,151,421,000 
at the end of 1959. Assets increased 
$8,751,000 to reach $118,946,000. Cap- 


ital and surplus were $15,159,904, a 
gain of $1,156,000. A stock split and a 
stock dividend were arranged during 
the year reducing the par value of the 
stock from $10 to $2 and at the same 
time exchanging each share for 82 
new shares. 

Benefit payments 
amounted to $8,731,000. 


MODERN WOODMEN 

Modern Woodmen had assets in 
excess of $218 million in 1959, a gain 
of $7 million. Certificate reserves 
totaled $163 million, with contingency 
reserves and unassigned funds at 
$30,992,000. Total income was $25,366,- 
070, with disbursements at $20,598,000. 
Average rate of interest return was 
4.32%, and net investment income was 
more than $9 million. The fraternal 
had $639,993,000 of life in force at 
year-end. 


PACIFIC FIDELITY LIFE 
Pacific Fidelity Life had gains of 
80% in insurance in force and 95% in 
new insurance sold in 1959. The in- 
force figure totaled $338,389,941. New 


during 1959 


business was $154,056,763. Net inccme 
was $2,129,739 compared with $1,184,- 
687. Premium income was $8,123,287, 
up 93%. Assets were up to $5,417,461. 


PAUL REVERE-MASS. PROTECTIVE 

Paul Revere Life’s admitted assets 
increased 12.4% to $181,880,000 at year 
end. Benefit payments were $20,775,- 
000. The company showed $811 million 
in insurance in force at the end of 
1959, a 13.1% gain. New paid ordinary 
life for the year showed a 23.2% gain 
over 1958. Group life in force at year- 
end was more than $250 million a gain 
of $27.6 million. Premiums on group 
policies during the period rose to 
$9,527,000. 


WASHINGTON NATIONAL 

New business of Washington Na- 
tional in 1959 totaled $349,799,695, and 
life insurance in force climbed to 
$1,773,304,734. 

Assets were $285,149,180, an increase 
of $17,182,489. Reserves and other lia- 
bilities amounted to $220,631,666 and 
excess security to policyholders is 
$64,517,514. Total premium income 
amounted to $82,918,973. Of this, $45,- 
641,970 represents A&S premiums. 
Surplus: increased by $3,933,274. 





The Praetorian Guard 





Guarding the Future of America 


PLUSES 


FOR YOU 


$25,000 Non-Medical Privilege 
Top Commission, Override 
Vested Renewals 

Complete Home Office Service 
Modern Sales Aids 


FOR YOUR CLIENT 


Volume Discount 
Guaranteed Purchase Option 
Fifth Dividend Option 


Special Business Plans 
(High First-Year Values) 


Coupon Savings Plan 


Premium Waiver and 
Disability Income 


Hospitalization and A &H 


J. M. Mottley 
President 


For Greater Profits... 


SELECT THE SPECIALTY 


that appeals to YOU 


Our District Manager and/or General Agent 
contract gives you MAXIMUM FLEXIBILITY for 
more profitable operation. Choose your own 


specialty: 


e PERSONAL PRODUCTION 


Larger income from your own business. 


e BROKERAGE DEVELOPMENT 


From other life agents or general lines agents. 


e BUILDING CAREER AGENTS 


We have some outstanding recruiting ‘tools. 





Whether you want to SELL, DEVELOP BROK- 
ERAGE, or MANAGE CAREER MEN, make it 
Mutual — Praetorian Mutual, that is! 


“MORE POLICYHOLDER PROTECTION 
PER PREMIUM DOLLAR” 


Write today in confidence to: 









P.O. BOX 419 ® 


OLD LINE LEGAL RESERVE 


INSURANCE COMPANY 


T. H. Penton 

Vier Peas'c!ont and 
money Director 

Noom A 


DALLAS 21, TEXAS 


March 19, 1969 


Diemand, Linton 
Named To Insurance 


Hall Of Fame 


(CONTINUED FROM PAGE 2) 


insurance company executives was in. —P° 


troduced. 

The Hall of Fame is sponsored by 
the university and the Charles W 
Griffith memorial foundation—name 
for a young Columbus CLU—for jn. 
surance education at the Ohio Stat. 
University. The purpose is to honor 
outstanding contributors to insurance 
thought and practice on the North 
American continent. 

Those previously inducted are Ben. 
jamin Franklin, Elizur Wright, Solo. 
mon Huebner, Charles Evans Hughes, 
Ralph H. Blanchard, Albert F. Dean 
and Frederick H. Ecker. 


Silver Medals Awarded 


Silver medals, emblematic of the 
award, were presented by Dr. Everett 
Walters, dean of the graduate school of 
the university. Paul R. Gingher, presi- 
dent State Automobile Mutual, pre- 
sided during the award ceremonies. 

Gilbert Moody, president of the Grif- 
fith Foundation, was to have presided 
at the luncheon, but his sudden illness 
caused William B. Hoyer, past presi- 
dent of the foundation and _ general 
agent John Hancock Mutual Life in 
Columbus, to be pressed into service 
for this chore. 


Two Separate Conferences 


The insurance conference itself—the 
11th annual conference conducted un- 
der the auspices of the university, 
and actually consisting of two separate 
conferences, one dealing with life 
agency management, the other with 
fire and casualty topics, drew near- 
record attendance in spite of the deep 
snow which blanketed much of Ohio. 
Prof. David L. Bickelhaupt, who took 
over the chairmanship of the confer- 
ence this year from the capable hands 
of John Bickley, now professor of in- 
surance at the University of Texas, 
did an outstanding job in arranging 
a timely, thought provoking program. 

Ralph E. Zangmaster sales manager 
Motorists Mutual, presided at the 
morning session of the fire and cac- 
ualty conference, where Arthur W. 
Tompkins Jr., State Farm Mutual Au- 
tomobile, discussed “Successful Agen- 
cy Management in the ’60s;” Edward 
P. Gallagher, American States, “L'- 
ability Claims—Will the Trends 
Mend?” and Robert C. Dauer, assis'- 
ant editor the Fire, Casualty & Surety 


Bulletins, “The Merit of Economy 
Plans and the Economy of Merit 
Plans.” 


More Speakers Given 


Speakers at the life agency man- 
agement conference were Dr. J. C. 
Keir, assistant dean American College, 
“Inflation: Opportunity or Dilemma for 
Life Insurance?” Harold T. Dillon, gen- 
eral agent National Life of Vermont, 
and Dr. Kenneth Black Jr., Georgia 
State College, “The $75 Million Ques- 
tion—and Answers from the South- 
east!” and Dr. James D. Dunnin. 
New York Life, “The Challenge of 
Health Insurance to the Life Insur- 
ance Agency.” 

The two conferences were combined 
during the afternoon session which 
followed the Hall of Fame luncheon. 
Dr. Black presided as two speaker’, 
LeRoy G. Steinbeck, vice-presiden 
Life of North America, and Alden Cc. 
Palmer, Indiana commissioner, dis- 
cussed insurance problems of the com- 
ing decade. 
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(CONTINUED FROM PAGE 1) 
concerning mergers and consolidation 
were “most significant and have omi- 
nous implications for the future prog- 
ress of the industry.” In the five years, 
1953-57, there were 187 mergers re- 
ported, but Mr. McHugh commented 
that “there were probably many other 
mergers or acquisitions which, be- 
cause of the way they occurred, were 
not reported in the figures submitted.” 
Referring to the action in New York 
to allow life companies to acquire fire- 
casualty subsidiaries, Mr. McHugh 
said it may well be, as urged by the 
companies, that the circumstances 
which originally justified the special 
safeguards for life insurance invest- 
ments and barred multiple line oper- 
ations by life companies, have changed 
considerably. “But the major public 
policy consideration underlying the 
New York law obtains today with 
equal force if not greater. The tremen- 
dous assets of life companijes provide 
the potential, through investment pol- 
icies, for influencing the growth of the 
national economy. Oniy the most com- 
pelling reasons should justify a de- 
parture from the public policy which 
discourages further encroachment by 
life insurance companies over the con- 
trol of our economy.” 


Faces Another Dilemma 


But in enforcing its policy, Mr. Mc- 
Hugh noted that New York finds it- 
self in another dilemma which con- 
fronts the states in attempting to reg- 
ulate a business which is transacted 
largely across state boundaries. Since 
the two companies involved were dom- 
iciled in Connecticut, whose laws sanc- 
tion the combination, New York’s 
action was characterized by some as 
giving extraterritorial effect to the 
New York law. Recurrent charges 
have been made that in administering 
its laws over the years New York has 
sought to act as a kind of super state, 
possessing powers reserved only for 


W.O.W. To Move? 


The Nebraska department has as- 
signed an examiner to the home office 
of Woodmen of the World Life, Omaha, 
“as a result of persistent rumors and 
press comments originating outside the 
state of Nebraska relative to proposed 
removal of the society’s home office 
and assets to some undesignated place 
outside the geographic boundaries of 
the state of Nebraska.” 
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_ Clarence Axman, editor and pub- 
lisher of the Eastern Underwriter, 
center, is presented the first annua! 
award of the life insurance division ce‘ 
the joint defense appeal of American 
Jewish Committee and Anti-Defama- 
tion League of B’nai B’rith at New 
York for service in the cause of hu- 
man rights. Presenting the plaqu2 is 
the division chairman, G. Gustav 
Steiner, Aetna Lifz, and looking on i- 
Jack D. Garfunkel, Mutual Benef: 


Life, who is associate chairman of tke 
division. 
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McHugh Discusses Insurance Mergers 


the federal government. In analyzing 
the effectiveness of state regulaticn, 
the subcommittee will examine this 
question. 

A serious hiatus in a state’s efforts 
to regulate mergers occurs in the case 
of a merger approved in the state of 
domicile, but having anti-competitive 
effects only in some distant state, 
Mr. McHugh said. The merger may be 
approved in the domiciliary state be- 
cause the business done there by both 


companies is relatively minor. How- 





<The 





ever, in distant states where the same 
companies are licensed as foreign in- 
surers, they may be significant forces 
in the market so that their merger 
might substantially lessen competition. 
“It is unrealistic to think the commis- 
sioner in the home state would concern 
himself with a result which could be 
adverse only in some remote area. 
While the commissioner in the state 
where the merger has anti-competitive 
consequences could withdraw their li- 
cense, he certainly would not be aiding 
the competitive process by excluding 
the companies entirely. Especially is 
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this true since the merger may have 
already been approved in the domi- 
ciliary state.” 


Necessity May Motivate Control 


In this situation, “stern necessity 
may require that the federal govern- 
ment assume a more forceful role,” 
declared Mr. McHugh. “The respon- 
sibility of the federal government 
looms large in achieving uniformity of 
policy, in filling the vacuum resulting 
from defects in state authority, and 
protecting our economy from danger- 
ous mergers.” 








Since 1886 


Operating in 48 states and District of Columbia 


Report From Chicago: | 





To Alice in Wonderland, the Red Queen said: 
“Now, here, it takes all the running you can do 
to keep in the same place. If you want to get some- 
where else, you must run twice as fast!”’ 


Running hard just to ‘‘keep in the same 
place’ need not become a way of life. In 
1960, The North American’s life sales (indi- 
vidual, ordinary) are 200% ahead of 1959. 
A year ago, they were 200% of the year 
before. ‘“Twice as fast’’ is the rule here. 

Of course, the wise Red Queen knew that 
to run ‘‘twice as fast,’” one must aspire to 
“‘get somewhere else.’ At The North Amer- 
ican, for instance, time-proved T otal-Quality* 
has been fused with modern, professionally 
tested total-merchandising. Together they 
command absolute sales’ authority. Today 
they move “‘twice as fast.”’ 

Whatever the aim may be in life insurance 
sales, The North American’s positive per- 
formance spells success. 

To be sure, all creatures of Wonderland 
really did not aspire beyond ‘“‘the same 
place.”’ But Alice moved ‘“‘twice as fast’’— 
and soared to exciting new riches! 

And Alice was just a little country girl 
whose only star was faith. 


*T otal-Quality is the mark of distinguished 
products by North American since 1886. 


NORA APdERICAN COMPANY 


for LIFE, ACCIDENT AND HEALTH INSURANCE 


209 SOUTH LASALLE STREET + CHICAGO 4 « ILLINOIS 


Over $700,000,000.00 in force 
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“ e years of the policy, and less in the late 50s, the rate becomes almost py 

Pitfalls Of Term Cover Are Pointed Out later years, than is required to cover hibitive, one result being that ye 
mortality in these years. In effect, a little term insurance is offered 4 

(CONTINUED FROM PAGE 10) given age is substantially less than whole life policy offers a combination provides coverage beyond age 65, 4 BE 

at its terminal date and lapses if a the premium for a whole life policy of an increasing savings element and These are the facts necessary 

premium is missed. A whole life pol- issued at the same age. But the premi- decreasing term insurance, a combina- evaluating the relative advantage Y¢ 

icy, atter the first year or two, always um for the term policy moves up as tion which, taking into account the term and cash-value life ins 

returns values to the policyholder if the risk of death increases with age earnings on the savings, is demon- They may help you appraise the vg 

he gives up his protection—and these while the premium for the whole pol-  strably a lower cost method of provid- ity of arguments you may hear or re 





values can be used to keep the policy icy stays level and the latter pays off ing lifetime protection. from time to time, proclaiming te} ~ 
in force if for some reason a premium “when” the policyholder dies. The rise in the term premium is insurance as the only insurance § 
cannot be met. , The process of leveling the premium gradual at the younger ages, but ac- buy for any and all purposes. es 
Because it pays off only “if” the pol- produces the cash value or savings celerates so rapidly after the middle Has ‘One Big Catch’ M 
icyholder dies before a specified date, element in a whole life policy. The pol- years that few policyholders can afford ee ae ae r 
the premium for a term policy at any icyholder pays more in the earlier to continue their insurance. By the Some of these arguments sows” ° 
pretty plausible until you weigh t Bul 


against the facts and think thro 
their implications. The one big cq You | 
in all of them is that to realize thp) ¢ 

promise that the term insurance ef} those « 
thusiasts hold forth, you would ha) go wit 


Ss ge te 


to die before your term insurance mf erage 

out. Certainly not a desirable prospe re 

nor a likely one either—when mg 1. Li 

people can count on living to 65 ap) i 

beyond. al 
The life insurance companies cy 

wax enthusiastic about term too, by 2. A 

only when used for the purposes fq} . H 

which it was intended. They know ty 

well the sense of frustration and th 3. G 


bitterness of regret experienced by th 
man who has relied on term insy. 
ance for his family’s protection and js 
faced in his 50s with the probable los} ~ AND 
of that protection because he can yn 
longer afford the premiums. All tha} YOU 


money paid out over the years an ~ A & | 
nothing to show for it! And in shan 
contrast are the benefits that familia} ~ 1. N 
have experienced from ownership oj 
cash-value life insurance—the alk 2. GC 
made upon it for emergency funds; a} + 
the money needed to help send a chili 3. R 
to college and, finally, the policies used e 
to provide retirement income as th 
family’s needs for protection lessened 
a? AND 

Guardian Life Increases THES 
Disability Income Limits 

Guardian Life has increased the 1 
maximum monthly limits on its long-| — ‘ 
term non-cancellable disability policy| — 
the Income Defender, and on its dis-| 2) 


\ 
ability income rider issued on life 
policies. The new limit for either plan 
or a combination of both is $500, an} — |! 
increase of $150. Both plans are is-| | 
sued to men only. | 

Limits for any combination | © 
monthly income benefits from Guard-| ~ 
ian policies remain, in event of sick- * | 
JOHN F. MUNCH, CHIEF LIFE UNDERWRITER, SEMINAR DIRECTOR, AMERICAN UNITED LIFE INSURANCE COMPANY, PRESIDING | Ness, at $600 for men and $300 for é 
women, and, for any combination of 
accident benefits, $700 for men and 
T ki th VL ook uw f Ri kK Ss = $300 for women. 

a ng e risk out °o is election However, the addition of an income 
benefit supplement rider to one 0 
Guardian’s non-cancellable disability 











This is American United’s Risk Selection Seminar. It is for Find out why more and more companies in the East, West, North | policies does not count against these 
American United Reinsurance clients including officers and and South... as well as in Hawaii and Alaska... are placing their | limits. The rider pays $100 additional 
home office underwriters. Reinsurance business with American United. Call or write H. Hart- | 1 nage perc eg = i. 
: , ; ne RCN months of total disability 

With more than 50 years of experience in Reinsurance zell Perry, Vice Paenitont, Dekenrenne, American United Life In- | liey anniversary nearest insured’ 
and substandard underwriting, American United has mas- surance Company, Indianapolis 6, Indiana, WAlInut 3-7201. 51st birthday, thus increasing the 
tered the technical intricacies of the field. This background limits for long-term coverage to < 
of experience and know-how provides the variety of aids . red a nati o poh a: "7 
and counsel for our Reinsurance partners. NS NS ” = : 

During the semi-annual Seminars, there are opportuni- 5% Home Office Agency Wins 


SRR a 
ties to explore new ideas, to examine tried and tested rou- Se. - - 
salah > “7 Union Mutual Life Award 
tines, to find better ways for client company agents to enter ee tice caer tea ca 
ae ; ee : ‘ - . on ua e’s 
the competitive market with the ability to write any appli- I Waak-3 akhoe-Vemeerelnka-ye| sncaad. the deosidand's acct, Ge 
cation they are authorized to solicit. MIPE INSURANCE. COMPANY won by the home office agency under 
In short, American United helps Reinsurance clients help Fred T. Jordan, manager. This is fhe 
themselves through seminars as well as through personal The Company with the Partnership Philosoph, sixth time since the award was * 
consultation. The results are more business, better business, offered that the Jordan agency we 
won it. The agency retired the 


better profits. This is the ‘Partnership Philosophy’ in spirit trophy after winning it three times. 








and action eee the way you'll find it here! Agencies and their managers award-| 4 
ed scroll honors for 1959 production 
AMERICAN UNITED LIFE INSURANCE COMPANY + HOME OFFICE: INDIANAPOLIS, INDIANA were Boston, James Voss; Philadel 


: i : All i 
ALL ORDINA 'S.FLEXIBLE OPTIONS-LOW NET COST SPECIALS-UNIQUE JUVENILE-GROUP INSURANCE-GROUP RETIREMENT-PENSION TRUSTS-NON-CANCELABLE phia, John Gilhooley; Van baa 3 
ABLE MAJOR MEDICAL-GUARANTEED RENEWABLE HOSPITAL & SURGICAL-SPECIALISTS IN SUBSTANDARD UNDERWRITING & REINSURANCE phonse Labbe, and Newark, Fred Fa] § 
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BELIEVE ME... 
You Need All 


~ THREE 


Mr. Agency 


Builder: 


You should be making all 
those commission dollars that 
go with selling complete cov- 
erage to your clients: 


1. Life—Par 
and Non-Par 


2. A&S and 
Hospitalization 


3. Group Life 
and Group A & S$ 


AND, BELIEVE ME, 
YOU NEED ALL THREE 
A & S COVERAGES: 


1. Non-Cancellable 
2. Guaranteed Renewable 
3. Renewable-at- 


option-of-Company 


AND THEN ADD 
THESE THREE... 


1) Top-Commission 
Agent’s Contract; 


2 


— 


Well-balanced 
General Agent's 
Contract providing 
liberal overwriting, 
liberal expense 
allowance, and higher 
life-time compensation 
in service fees; 


3) New Induction 
Program—completely 
flexible for new agents, 
established producers, 
and brokers alike; 


... and in our book that totals 
up to aclient-pleasing, money- 
making, Agency Building op- 
portunity for you—right now 
—with... 


D a 
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Conventions 


March 20-24, National Assn. of Life Under- 
writers, midyear, Louisville. 

March 24-25, Society of Actuaries, eastern 
spring meeting, Mayflower Hotel, Washington 
D.C. 


March 28-30, Life Office Management Assn., 
debit insurance forum, Sheraton-St. Charles 
Hotel, New Orleans. 

April 11-13, Life Insurance Agency Manage- 
ment Assn., accident & sickness meeting, 
Edgewater Beach Hotel, Chicago. 

April 12, Health Insurance Council, 
meeting, Drake Hotel, Chicago. 

April 27-29, Life Insurance Agency Manage- 
ment Assn., combination companies confer- 
ence, Hollywood Beach Hotel, Hollywood 
Beach, Fla. 

New York State Life Underwriters Assn. sales 
caravan, April 27, Buffalo; April 28, Syra- 
cuse; April 29, Albany. 

May 1-3, National Assn. of Insurance Commis- 
sioners, Zone III, Gatlinburg, Tenn. 

May 4-6, National Assn. of Insurance Commis- 
sioners, Zone II, Fort Sumter Hotel, Charles- 
ton, S. C. 

May 5-6, Society of Actuaries, western spring 
meeting, Roosevelt Hotel, New Orleans. 

May 9-10, Assn. of Life Insurance Counsel, 
midyear, The Greenbrier, White Sulphur 
Springs, W. Va. 

May 9-11, Home Office Life Underwriters 
Assn., annual, Sheraton-Plaza Hotel, Boston. 

May 10-12, National Assn of Insurance Com- 
missioners, Zone V, spring meeting, Bilt- 
more Hotel, Oklahoma City. 

May 13-14, New England General Agents & 
Managers Assn., management conference, 
New Ocean House, Swampscott, Mass. 

May 16-18, Insurance Accounting & Statistical 
Assn., annual, Hotel Sherman, Chicago. 

May 16-18, Health Insurance Assn., annual, 
Statler Hilton Hotel, Dallas. 

May 19-20, New York State Life Underwriters 
Assn., spring delegate meeting, Sheraton 
Hotel, Rochester. 

May 19-23, MDRT annual, Hawaiian Village 
Hotel, Waikiki Beach, Hawaii. 

May 25-27, Life Insurers Conference, 
Roosevelt Hotel, New Orleans. 

May 30-June 1, American Life Convention, 
medical section, The Greenbrier, White Sul- 
phur Springs, W. Va. 

May 30-June 3, National Assn. of Insurance 
Commissioners, annual, Fairmont Hotel, San 
Francisco. 

June 22-25, Texas Life Underwriters, Browns- 
ville. 

July 7-9, International Assn. 
Counsel, annual, The Greenbrier, 
Sulphur Springs, W. Va. 

July 17-20, Consumer Credit Insurance Assn., 
The Greenbrier, White Sulphur Springs, 
W. Va. 

July 21-23, National Assn. of Life Companies, 
annual, Skirvin Hotel, Oklahoma City. 

August 22-24, International Federation of Com- 
mercial Travelers Insurance Organizations, 
annual, Queen Elizabeth Hotel, Montreal, 
Canada. 

August 30-Sept. 2, National Insurance Assn., 
annual, di lido Hotel, Miami Beach. 

Sept. 11-16, National Assn. of Life Under- 
writers, annual, Statler & Mayflower Hotels, 
Washington, D. C. 

Sept. 18-21, International Claim Assn., annual, 
Whiteface Inn, Whiteface, N. Y 

Sept. 21-23, Life Insurance Advertisers Assn., 
annual, Essex House, New York. 

Sept. 26, Fraternal Actuarial Assn., annual, 
Queen Elizabeth Hotel, Montreal, Canada. 
Sept. 26-28, National Fraternal Congress, an- 
nual, Queen Elizabeth Hotel, Montreal, Can- 

ada. 


spring 


annual, 


of Insurance 
White 


Sept. 26-28, Life Office Management Assn., 
annual, Royal York Hotel, Toronto, Ont., 
Canada. 


Sept. 28-30, Society of Actuaries, annual, Edge- 
water Beach Hotel, Chicago. 

Oct. 10-11, Conference of Actuaries in Public 
Practice, annual, Drake Hotel, Chicago. 

Oct. 10-14, American Life Convention, annual, 
Edgewater Beach Hotel, Chicago. 

Oct. 27-29, Midwest Management Conference, 
annual, French Lick, Indiana. 

Nov. 2-4, Institute of Home Office Underwrit- 
ers, annual, Statler Hotel, Washington, D. C. 

Nov. 14-17, Life Insurance Agency Manage- 
ment Assn., annual, Edgewater Beach Hotel, 
Chicago. 

Nov. 28-Dec. 2, National Assn. of Insurance 
Commissioners, regular meeting, Commodore 
Hotel, New York. 

Dec. 12-13, Assn. of Life Insurance Counsel, 
annual, Waldorf-Astoria Hotel, New York. 
Dec. 13, Institute of Life Insurance, annual, 
Waldorf-Astoria Hotel, New York. 
Dec. 14-15, Life Insurance Assn., 

Astoria Hotel, New York. 

Dec. 28-30, American Assn. of University 

Teachers of Insurance, annual, St. Louis. 


Waldorf- 


Pension Planners of Baltimore, Inc., 
has appointed William E. Smedley 
vice-president. Mr. Smedley has been 
in consulting work at Philadelphia. 
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ISTHE DIFP Y'HRRENCE 





The Security Benefit Representative en- 


ters a prospect's presence with confidence 


—ithe complete assurance that, in spite of 


highly rated or rejected risks, he can me 


the demands and needs of his public. 


He enjoys this unusual confidence throu 


Security Benefit’s new concept of 





vidualized Medical Underwriting’ 


advanced and unique approach to 


et 


ch 


“Indi- 


an 


stand- 


ard and substandard risk appraisal. Li- 


censed in most states, Security Benefit L 
is highly-rated as a sound and establish 


company that offers its representatiy 


ife 
ed 


es 


MORE—in Home Office assistance, up- 


to-date policies, tested sales aids and 


CONFIDENCE. 


their agents: 


@ Top first-year and renewal com- 
missions for General Agents (lib- 


eral vesting provisions). 


@ Exclusive substandard facilities for 


you and your brokers. 


@ Disability income when sick or 


disabled. 


@ Liberal retirement plan. 


an 


MARC F. GOODRICH, CLU 


Assistant Vice President 


Additionally, Security Benefit Life is one 


of the fez companies equipped to offer 


SECURITY BENEFIT LIFE 





INSURANCE COMPANY 
TOPEKA, KANSAS 


Founded 1892 @ Licensed in most states @ Ranked in top 10%, of life companies 





HteNATIONAL UNDERWRITER 


Editorial Comment 


McCall's Digs Can Help Sell Insurance 


Samuel Grafton’s 10,000-word term- 
touting treatise in the April McCall’s 
gives life insurance people plenty of 
cause for feeling outraged. They can 
hardly help resenting Mr. Grafton’s 
know-it-all attitude, his unorthodox 
advice and, in particular, the impres- 
sion he tries to convey of having 
caught the companies and their agents 
ganging up on the public to grab mon- 
ey and power by pushing the wrong 
kind of insurance. What makes the ar- 
ticle additionally irritating is the au- 
thor’s air of amused tolerance in 
discussing the alleged greed and poor 
judgment displayed by companies and 
agents. 

That the editor of a great magazine 
should think his subscribers want to 
read this sort of stuff should not, how- 
ever, be taken “personally” by the life 
insurance business. Apparently it is 
just another manifestation of a curious 
fact recently noted by Fairfax Cone of 
the Foote, Cone & Belding advertising 
agency. Said Mr. Cone: “To be con- 
vinced that it is the victim of some 
giant social or moral or economic con- 
spiracy is the regularly occurring 
obsession of a considerable section of 
the American public.” 

Briefly, Mr. Grafton’s advice could 
be summed up about like this: You 
probably wen’t need life insurance aft- 
er you’re about 65, so you’re better off 
to buy a level amount of term and 
use the difference between that and 
the ordinary life premium to build up 
your own reserve, so you'll have not 
only your protection but an invest- 
ment fund that you can dip into, if 
you need to, without paying interest. 

True, Mr. Grafton is smart enough 
to concede, though with minimum em- 
phasis, that there’s an element of risk 
in following his advice: You may even 
lose your entire reserve fund, so if 
you’re a worrier, maybe for you cash- 
value life insurance or a reserve fund 
in a savings bank is the right road. But 


he plainly intimates that you're a 
scaredy-cat if that’s the route you 
choose. 


But how much adverse influence 
can the Grafton article be expected to 


have where it really counts, i.e., with 
the insuring public? Very little, we 
believe. In fact, the article should do 
more to boost life insurance sales than 
hamper them. Mr. Grafton gets in 
some pretty sassy digs at the business 
and the people in it. But he also does 
an effective job of getting readers to 
think about their life insurance. 

A good many of them will be suffi- 
ciently churned up so they’ll be more 
than usually receptive to discussing 
their life insurance situations with 
their agents. And finally, even though 
it’s term insurance he’s beating the 
drum for, Mr. Grafton is sincerely 
worked up about the inadequacy of 
the average family’s insurance protec- 
tion, and he concludes his piece with 
a strong exhortation to go out and buy 
another slug of coverage. 

Since McCall’s readers are definite- 
ly above average in income, those who 
want to talk about life insurance 
should be prospects for pretty good- 
sized sales. After all, even a term in- 
surance sale is a sale, and in cases 
where term would be the wrong thing, 
an astute agent should be able to turn 
the purchase to permanent insurance 
or some combination of cash-value 
life insurance and term, like family 
income. 

In spite of the article’s denigration of 
the life insurance business, it seems un- 
likely that the industry’s prestige will 
suffer perceptibly. Experience has 
shown that even books and articles far 
more unfairly critical have had little 
effect on the public’s opinion of life in- 
surance, however much they have in- 
censed those in the business. 

Of course, a few faint hearts among 
McCall’s readers will conclude that 
life insurance is just a _ racket, as 
they’ve always suspected. At the other 
end of the spectrum will be the read- 
ers who know that McCall’s has been 
doing an all-out job of circulation 
building in recent years, after going 
through a pretty rough period, and of 
late has been straining every muscle 
in its successful race to beat out the 
Ladies Home Journal in circulation. 
Such readers would also know that 


strongly slanted articles, like Jean 
Kerr’s recent McCall’s piece on the 
horrors of airline crashes, boost circu- 
lation in a way that more balanced 
articles don’t. 

These more sophisticated readers 
might also wonder how come a writer 
with no insurance experience is so 
much better qualified to tell people 
how to buy their insurance than men 
who have been in the business for 
years. It might also occur to such 
readers that if term is such a great 
thing, why didn’t the author give some 
figures on the extent to which life in- 
surance people themselves buy term? 

But how might a more typical Mc- 
Call’s reader react? Perhaps, ‘Phoo- 
ey! This article is too long and com- 
plicated for me to bother with. But the 
man seems to be telling how to pay 
less for insurance, so I’ll show it to 
Joe when he gets home and let him 
figure it out.” 

Joe’s reaction might well be, “Me 
read an article in a women’s maga- 
zine? Where’s that Sports Illustrated 
that came yesterday?” 

But with more than six million cir- 
culation, even the small percentage 
reading 10,000-plus words on life in- 
surance in a women’s magazine adds 
up to a male audience of quite a few 
thousand. Perhaps a lot of them, not 
biased in favor of life companies or 
agents—or the omniscience of maga- 
zine writers—might react something 
like this: 

“T’ve known about term insurance 
for years. It didn’t take a magazine 
article to tell me about it. Probably the 
next issue will have a sensational dis- 
closure that there isn’t any Santa 
Claus. But it’s just possible this Graf- 
ton may have a point. I think I’ll call 
up John Agent and arrange to discuss 
my entire life insurance setup. On the 
basis of Grafton’s figures, I’m certain- 
ly underinsured. I ought to have some 
more insurance, even if it’s only term.” 

Of course, most of those who tell 
themselves they’ll phone their agents 
will never do it, but at least they 
should be receptive to a talk about life 
insurance if an agent should call. And 
even readers who completely buy the 
Grafton thesis may well be more will- 
ing to talk to an agent because they 
believe the article has given them a 
sure defense against being sold “high- 
priced” cash-value life insurance. But 
did you ever hear a good automobile 
salesman go to work on a prospect who 

(CONTINUED ON PAGE 29) 
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Security-Connecticut Life, has peg CHARLE: 
elected a director of the other coy jyal Ame? 












panies in the Security-Connectig. 
group. 


Mrs. Marion Eberly, director of 
women’s division of Institute of 
Insurance, has been appointed by 
Rockefeller to the New York 
Woman’s Council. The council js 
advisory group of women in busing 
industry and the _ professions, 
serve as consultants to the wom 
program of the Department of (Cy 
merce. 4 


Lewis W. S. Chapman, director () 
company relations of LIAMA, a 
Amelia M. Honer, personnel assistay; 
were honored at luncheons of LIAMA\ 
Ten-Year Club on the occasion ¢ 
their 30th anniversaries with th 
association. When they joined LIAM 
there were only 135 member con! 
panies as against 361 today. 


Deaths 


WILLIAM C. GENTRY, 50, Ney 
England Life manager at Chicago, die 
there. He _ wen} 
with the company 
in 1931 and the 
following year be- 
came supervisor a 
the home office 
He was named su- 
pervisor of field 
service in 1942 and 
later manager of 
sales promotion 
and editor of the 
company’s _ publi- 
cation, Pilot’s Log. 
In 1949 he became 
assistant director of agencies and in 
1952 associate director of agencies, the 
same year he went to Chicago as man- 
ager. 


RAY E. HABERMANN, 65, manager 
of Northwestern National Life’s out- 
state Minnesota agency in Minneapolis 
from 1936 until his retirement in 195i, 
died in Tucson of a heart attack. He 
entered the business in 1922. 


HARRY K. NEWBERGER, 59, re- 
gional manager of Old Equity Life oi 
Evanston, IIl., died in Weiss Memorial 
Hospital, Chicago. 


G. WAYNE RANDALL, 63, Ohio 
National Life general agent in Dallas, 
died there. A life member of MDRT, 
he had been in the business 30 years 
and with Ohio National since 1952. 


ERNEST E. HESS, 67, owner of 
Whitehaven agency of Whitehaven. 
Tenn., and former southeastern man- 
ager of the National Underwriter Co. 
died of a heart attack March 2. He 
established the agency after retiring 
from the National Underwriter Co. I 
1950. 

A native of Crete, Neb., Mr. Hess 
grew up in Chicago and graduated 
from Northwestern University. He 
joined the National Underwriter Co. 
in 1930 and, except for a short period 
in the general agency business, worked 
in the Pacific Coast selling field until 
1943, when he went to Atlanta 4 
southeastern manager. He was well 
known to insurance men in both ter- 
ritories. Before going with the Natiot- 
al Underwriter Co., Mr. Hess was 
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e field for America Fore group and 
or the Insurance Producers Bulletin 
f Chicago. He is survived by Mrs. 
yess; a daughter, Mrs. Donna Jean 
baxter of Matagorda, Tex., and a 


oresident andson. 
has bef CHARLES H. HEYL, 58, president of 
other coy oyal American Life, died of a gunshot 
Connectie: wound incurred in 
a struggle with his 
wife for possession 
of a pistol. Before 
becoming head of 
Loyal American, 
he was with Bank- 
ers Life of Nebras- 
da since 1939, re- 
tiring under that 
company’s disabil- 
ity program in 
1958 because of a 
dire : heart ailment. He 
‘MA ad Charles H. Hey! = Was vice-president 


Jofter World War II. 


JOHN B. JAMESON, 86, an organ- 
ier and former treasurer of United 
rife & Accident, died at his home in 





Concord, N. H. 
Proves Soundness Of 
+0, ye(Emphasis On Earnings 
cago, die (CONTINUED FROM PAGE 14) 


He wenfimprovement of agents’ earnings pos- 
companysible. Mr. Richardson said the company 
and thehad achieved astonishing results in 

; year bejimproving the earnings per $1,000— 

ervisor a[34% increase in 1959 over 1958, with 

1e officejno change in the commission scale. 
1amed su.) “We were able to reverse the trend 
of fiegjtoward lower premium per $1,000 and 

. 1942 ang|thus, of course, lower commission per 

Mager of $1,000,” he said. 

sromotion| The first means undertaken to ac- 
sr of the|complish this was to become convinced 
s publi-|hat permanent cash value life insur- 
lot’s Logjance was the only answer to a family’s 
e becamejiong-term security. The home office 
S and injversonnel was able to convey this 
ncies, the|onviction to the sales force. The next 
as man-jobvious step was to supply the agents 

with facts and figures to help them 

convince their clients of this truth. 
manage! This was done through a concentrated 
fe’s out-|series of branch office meetings. 

nneapolis} The company then developed an 
| in 195i,\attractive long-term savings plan with 
tack. Helsood selling aids to help the agent. 

This plan was incorporated into the 

basic training program and all men, 

new and old, were encouraged to use 
it to help increase their earnings and 
this was done successfully. 


Face Amount No Criterion 


, 59, re- 
y Life of 
Memorial 


33, Ohio 
1 Dallas} The final step in Maritime’s efforts in 
- MDRT this direction was “the complete elim- 
30 years| Nation of the use of face amount of 
. 1952, |Nsurance as a measure of anything.” 
He pointed out that agents respond to 
wner offcompetition and recognition and that 
tehaven. it is his belief that the life insurance 
rn man-jindustry’s “stubborn insistence on re- 
iter Co,jporting and playing up meaningless 
h 2. He and misleading volume figures has 
retiring}played right into the hands of the 
r Co. in/mutual fund salesmen.” 

Results of the program undertaken 
fr. Hess at Maritime Life have been very grati- 
aduated|fying, Mr. Richardson said. The sale of 
ty. Hejthe Family Savings Security plan 
iter Co. (endowment-65) were increased from 
| period|8% of sales in 1958 to 33% in 1959. 
worked |The average annualized premium per 
ld until/thousand on new sales was increased 
unta : “4 babe which resulted in an increase 
aS Wi Irst-year issi 

i y commission per $1,000 of 
Nation-| The average size policy increased 
was in lightly over the previous year. 
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Relative Value Studies 
Seen As Stimulating 
Sales, Helping Actuary 


Relative value studies of surgical 
fees, principally those established by 
California Medical Society and Health 
Insurance Council-Society of Actua- 
ries, were examined by Dr. Clement 
Martin, medical director of Continen- 
tal Casualty, at the March meeting of 
Chicago A&H Assn. 

These studies provide insurance 
companies with a guide to make their 
rates, he explained, and he described 
them as a necessary but awkward 
way of transforming fees from dollars 
to units and then back to dollar-rates. 
This takes some of the guess work 
out of making rates, eliminates a lot 
of work for the actuary and should 
stimulate sales, he said. 

Dr. Martin opined that the California 
study was not the most objective 
because of the competition in medi- 
cine in that state. California has 
more doctors per capita than any 
other state, and there is a dispropor- 
tionate amount of specialists over gen- 
eral practitioners. The California study 
was worked out by a committee, and 
he warned that this “can be danger- 
ous” because a committee is not rep- 
resentative. 

A number of states are undertaking 
similar studies. Some of these are 
good, but others, like Florida’s, which 
seems to have been dreamed up in a 
“dark room over a bottle of Chivas 
Regal,” are not, he commented. 

He said a study set up by his own 
company has been found to coincide 
with the California and HIC-Society 
of Actuaries studies most of the time. 

“We can’t do without relative values 
of one sort or another,” he said, adding 
that the absence of them would in- 
crease inflationary pressures affecting 
insurance rates. 


Student Awards Announced 
By Bankers National Life 


Bankers National Life will award 
cash prizes to outstanding mathe- 
matics students at three New Jersey 
high schools, College, Montclair and 
Verona, at awards assemblies in 
June. The company will also present 
two scholarships to graduating stu- 
dents of Verona. Formal announce- 
ment of the prizes will be made 
March 30 at Montclair State College. 


Stocks 


By H. W. Cornelius of Bacon, Whipple & Co. 
135 S. La. Salle St., Chicago, March 15, 1960 

























Bid Asked 
$ $ 
Aetna Life 8314 85 
Beneficial Standard. ..............0 144% 15% 
Business Men’s Assurance ........ 40 412 
Cal -Western States ........e 57% 
Commonwealth Life .... = 21 
Connecticut General ........ 357 
Continental Assurance ..... 156 
Franklin Life .............0. 7é 
Great Southern Life .......... 78 
Gulf Life 21 
Jefferson Standard... 472 
Kansas City Life .......... 1400 
Liberty National Life .................... 58 61 
Life 8 Casualty oo... sseeseseees 18% 20 
Life of Virgimia 0.0.0.0... 491% 51% 
Lincoln National Life .................... 235 245 
National L. 8 A. wiccccsssseeecseseees 109 111 
North American, II]. ........0...0.. 13% 144% 
Nw. National Life .........00.00..08 95 97 
Ohio State Life oo... sence 54 57 
Old Line Life... ceeeceeeeeeeee 67 72 
Republic National Life ... ee OS 86 
Southland Life ............cceccseeseeeseeee 90 95 
Southwestern Life... 55 58 
Travelers 79 80 
United, Tl. 44 46 
U. S. Life 4) 412 
Washington National ................ 5 2 55 
Wisconsin National Life ............ 41 43 


LIFE INSURANCE EDITION 21 





_ TTY 


A WELL-BALANCED COMPANY 





REPORT ON A DECADE 


In the Past Ten Years Fidelity... 


@ Increased annual sales volume each year. 
Sales for 1959 were 248% of those in 1949. 


Increased insurance in force by 99%. 


Increased assets by 56%. 


Established one of the best policyholder per- 
sistency records in the business. 


Insurance-in-force over $1,240,000,000 
Assets over $360,000,000 


The 
FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA, PENNSYLVANIA 








REINSURANCE 


From ANNUAL STATEMENT 
December 31, 1959 


ASSETS $87,557,813 
LIABILITIES 


Reserves $56,819,413 
Other Liabilities 7,032,981 
VOLUNTARY 
RESERVES’ $ 663,555 
CAPITAL 3,000,000 
SURPLUS 20,041,864 
SURPLUS TO 
POLICYHOLDERS 23,705,419 
$87,557,813 





EMPLOYERS REINSURANCE CORPORATION 


KANSAS CITY, MISSOURI 
21 West 10th St. 


NEW YORK CHICAGO SAN FRANCISCO 
107 William St. 175 W. Jackson 100 Bush St. 
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Now Is Time To Appraise Problems, Opportunities Ahead: Kenny 


(CONTINUED FROM PAGE 1) 

States it is estimated that 
family units with incomes of $7,500 
and over after taxes will comprise 
almost two out of five family units by 
1970, contrasted with one out of five 
today, and that these family units 
with $7,500 or more of income will 
have over 75% of the total disposable 
income. These higher income families 
have been our greatest market for 
ordinary insurance, so our best poten- 


United 


tial market is a fast growing one. 

We know that the newcomers to this 
group in the lower income ranges from 
$7,500 to $10,000 fall behind the trend. 
The LIAMA Buyer Study shows that 
while this group has increased from 
4% to 7% of employed male adults 
between 1955 and 1958, their propor- 
tion of ordinary agents’ sales remains 
at 10%. This constitutes an important 
challenge to our sales ingenuity in the 
decade ahead. 


Se per 
eee a 


2 4 
om Drom 


Yes, the changing face of our pop- 
ulation picture must prompt us to re- 
appraise our product and our market- 
ing techniques, but of even greater 
importance is its impact on manpower. 
This is far-reaching, and could well 
provide a major distraction in the 
years immediately ahead. Referring 
back to the distribution of age groups 
to which I referred, we cannot help 
but be impressed by the small increase 
proportionately in the 25 to 44 seg- 


Since joining Midland Mutual in 
November, 1958, Ed Dean has estab- 
lished himself as a successful gen- 
eral agent—the dynamic leader of 
his own insurance business. Why 
did he accept this post after several 
rewarding years as both agent and 
assistant manager? 

“I wanted a shop of my own,” 
says Ed, “‘and the sooner the better. 
Midland Mutual offered the oppor- 
tunity I wanted. They were the right 
size: big enough for stability and 
prestige, small enough to know you 
by name. They had the recruiting 
and training program I needed to 
get quality men for my new agency. 
And the ne a terrific con- 


ered 


Midiand Mutua 


has immediate age 


Dpenings in Tampa—St. 


tract, a liberal financing plan, plus 
allowances for expenses and devel- 
opment.” 

If you’re like Ed Dean, you’re a 
mature, experienced insurance man. 
You’re ready to start building a 
lucrative business as a General 
Agent. You’re looking for a first- 
rate company with every advan- 
tage: strong financial support, 
effective recruiting and training 


aids, modern Lite and Accident & 
Sickness products, hard-hitting 
sales programs plus a spirit of mu- 
tual understanding between home 
office and field. In short, you’re look- 
ing for Midland Mutual. 

Write Charles E. Sherer, CLU, 
Vice President and Director of 
Agencies, The Midland Mutual Life 
Insurance Company, 256 East Broad 
Street, Columbus, Ohio. 


* MIDLAND MUTUAL 
LIFE INSURANCE COMPANY 


Petersburg; Charlotte, North Carolina; Baltimore; Louisville; Memphis. Opportunities also available in other areas, 
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ment. We have noted a genera! Popy, 
lation increase in the United Siates , 
around 20% in the next 10 years. Ty, 
total labor force will increase by ty, 
same percentage but it is estimaty 
that the labor force between 25 and 4 
will increase by only 6%. The imp), 
cations of this disproportionate jp, 
crease deserve careful scrutiny. 

It occurs in the age group which y, 
have always regarded as our be 
recruiting field, so we will be facg 
with a manpower shortage. It folloy; 
too, that we will have to meet con. 
petition from each other for th 
available supply, and from other jp. 
dustries. We think we pay plenty no, 
for new agents, but we will obvious) 
have to pay more under these circun. 
stances. We can perhaps turn to olde 
men, or women, but if we desire } 
continue to recruit in the tradition; 
area, we must be prepared to sharpe, 
our skills and probably hire fewe 
agents. 

Must Be More Sclective 


Obviously we will have to be mor 
selective. With a smaller reservoir 
screen we must screen better. We ar 
fortunate that pre-contract training i 
coming into its own at this critica 
time because it can materially reduce 
our mistakes before they come unde 
contract. Some success has recently 
been reported in psychiatric selection, 
Maybe our selection tests can be im- 
proved. I am satisfied that if bette 
procedures can be _ developed and 
validated, Rains Wallace and his staf 
will do it. But let me emphasize the 
point. We must employ the utmost 
selection. 

With higher training allowances, o 
whatever we call our subsidies, we 
must demand higher earlier perform. 
ance. We must produce training an¢ 
supervision that will facilitate this 
early performance, because there will 
be plenty of jobs around for those 
agents whose success does not measure 
up to their own expectations. Her 
again pre-contract training may make 
a vital contribution in getting these 
new agents off to a running start. 


Needs Courageous Leadership 


And so the circle widens from the 
pebble dropped into the quiet pool 
Better training and supervision fo 
future agents requires better super- 
visors, better managers, better agency 
department personnel, and more cour- 
ageous leadership at the top. Because 
it will take courage to set up and 
follow performance standards _ that 
could result temporarily in reduced 
manpower and falling sales. 

I mentioned earlier that it is for- 
tunate pre-contract training is enter: 
ing the field as a proven device jus 
at this critical time. To this I can adé 
the career analysis procedure, supe! 
visors’ schools, schools in agency man- 
agement, and lastly the agency depart- 
ment schools. The tools are available 
to help us meet the challenge. They 
will be effective for us only if we us 
them. 

We will see keen competition fo 
manpower in this new decade, but we 
will also see keen competition {0 
sales both from within and_withov! 
our industry. We see it now and! 
will continue. Competition from co! 
sumer goods, from other investmet! 
media, from each other. These go hant 
in hand with continuing prosperity, 
and I certainly cannot see anythin: 
on the horizon that will give us # 
economic setback. In fact, I can onl 
conclude that we are on the threshol! 
of a most prosperous decade. 

Under such circumstances we mu 
still face the threat of inflation. TY 
attitudes of all of us on this continet! 
toward ever increasing productivii 
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| make .it difficult 


LIFE INSURANCE EDITION 


| vent inflation; a monetary policy in- 
| volving high interest rates and tight 
| money would slow down demand; a 
| fiscal policy involving high taxation 
could reduce private capital accumu- | 
lation and hence productivity; direct | 








CUSTOM 
PRODUCED 


INSURANCE 
FILMS 


Direct Selling 
Sales Training 
Recruiting 

















We are specialists in pro- 
ducing films . . . both mo- 
tion picture and sound 
slidefilms . . . for insurance 
companies. These are not 
stock films but films indi- 
vidually created to meet 
the special requirements of 
our insurance company 
clients. 21 of these Colburn 
Motivation Presentation 
films have aided in the sale 
of over $1 billion in insur- 
ance. To learn how our 
creative film production 
service will be of benefit to 
your company, write or 
telephone us. 









MOTION PICTURES 
SLIDEFILMS 





JOHN COLBURN 
ASSOCIATES, INC. 

1122 Central Ave., Wilmette, Illinois 
Tel. ALpine 1-8520 ¢ Chicago: BRoadway 3-2310 





| gone up. 
minds are wrestling with the problem, 


controls of wages and prices are 
incompatible in time of peace. We do 
not like inflation, but we also do not 
like to take the steps that could stop 
it. And thus we face increasing costs 


for us to employ | 
| those logical measures which can pre- | 


' at a time when to maintain or improve | 
| our cornpetitive position we should 
| cut them in both marketing and oper- 
| ating areas. 


I do not think you will seriously | 


| disagree with my assumption that the 


marketing cost of life insurance has 
I know that many great 


but I cannot see much indication of 
progress, unless the trial marriage of 
life and general insurance in the name 
of “one-stop” selling can be considered 
a successful experiment in this field. 


Perhaps this is a challenge for the ’60s. | 


I do think, however, that we have 
made headway in reducing operating 
costs in spite of increasing rents, 
clerical salaries and_ services, due 
almost entirely to economies produced 
through the increased use of machines. 
Undoubtedly machines will continue to 
replace human labor where dull and 
repetitive work is involved. However, 
I agree entirely with the speaker who 
doubted if man will ever entirely be 
replaced by machines. After all, let us 
not forget that men are adaptable, can 
be moved about readily, and can be 





produced by relatively inexperienced | 


labor. 
| Automation Called Essential 


But I am convinced that the intelli- | 


gent use of automation, computers, 
electrical data processing, or what 
have you, is essential if costs are to be 


reduced. This is of particular interest | 


time and where there has been ample 


| to companies in our size group because | 
| we are growing to the point where 
| they can be economically employed 
| and we can surely benefit from the 
| experience of large companies where 
| they have now been used for some 


opportunity to appraise the advantages | 


and the headaches 


involved. In the | 


decade ahead we will probably face | 


| this experience. I hope we recognize 
| the need for careful planning in order 


to obtain the anticipated favorable | 


| results. 


Just as the incidence of population | 


so does automation, but in a 
sphere, and it creates a 
challenge. It is only natural that auto- 


| mation will be accompanied by in- 
| creased centralization of both activity 
/ and control. The operating economies 


we seek can only be obtained where 


| growth produces a far reaching im- | 
| pact, 
| different 


| there is volume of work and for most | 


of us that involves centralization with- | 
in the home office. It follows then | 
that the home office function is en- | 
larged and “streamlining” is the order | 


of the day. 
Sees Branch-Office Trend 


In order to standardize procedures, 
the trend could be toward branch of- 


' fices rather than general agencies, to 


more centralized control and direction. 
This could easily lead to delusions of 
grandeur on the part of home office 
executives and to an “ivory tower” 
complex. In a sales organization this 
could be disastrous, so we must be 
aware of the danger and consciously 
try to develop means to counterbalance 
it. 

This ancillary hazard inherent in 
centralization makes it necessary for 
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HELP in paving the 
way for successful in- 
terviews is provided 
North American field 
men by newspaper ads 
like this appearing 
nationally in Nalac 

rkets. ; 
sg one way Nalac s 
CONFIDENT LIVING 
approach is working to 
assure CONFIDENT 
SELLING for its men. 


Brochure BO-321. 


* Exclusive North American 
service mark 










Over 

$34, Billion of 

Life Insurance 
in Force. 


Home Office: 
Minneapolis, Minnesota 


Canadian Head Office: 
Hamilton, Ontario 





H.P.Skoglund—President J 
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Beware of the 
worst “ism” of all 


There are a lot of “isms” in the world and most 
of them are very, very bad. But pessimism is the 
most dangerous of all “‘isms’’. It can hold you as 
an addict—and, worst of all, you can become a 
disciple of its destructive principles. 







Everyone has a ‘‘blue’’ Monday and a ‘‘black”’ 
Friday now and then. Without them life would 
be a monotone and empty of challenge. But, 
the next time you meet with disappointment 

the next time you feel that you have had a 
bad day or a bad week pause to remember 
that when your glass is half empty, it is also 
half full. 












This is a pretty good illustration, I think, of what 
we mean at North American when we talk about 
“Confident Living’. It’s the positive faith in to- 
morrow that brings you greater enjoyment of today. 





It’s an important part of what your North 
American representative strives to give you 
through a well-planned insurance program. 
He’s aiming to give you such a strong feeling 
of optimism that tomorrow will be OK for you 
and your family, that the old ‘‘debil’’ pessi- 
mism won't linger long ’round your door. 





Call on the North American repre 
SENTATIVE IN VOUg gg 






NORTH AMERICAN 


Life and Ca jualty Company 


. E. Scholefield, CLU —Vice President, Director of Agencies 


NORTH AMERICAN INSURES CONFIDENT LIVING 











@ Available for you— loans on your renewal 
commissions—for additional working capital. 
for business expansion, for personal use. 
Prompt, efficient, confidential service, from an 
organization that understands the needs and 


asset 


s of life insurance underwriters. 


Life Underwriters Service Corporation 


Mail this 


Coupon 
today 


Life Underwriters Service Corp. 
Security Bldg., Denver 2. Colo. 


I am interested in your service. Please send further 
information, at no obligation to me. 


Name______- ees Ane ee: ies 





gency head to select and train 
his agency department personnel so 
that they always look outward rather 
than inward; so that their minds and 
their feet turn constantly toward the 
field. He must also be on his guard 
against the ever present temptation 
to glorify the home office function by 
increasing staff unduly. This is a very 
natural temptation, because centraliza- 
tion obviously places more responsi- 
bility and detail in the hands of the 
agency department. 

Not only must their attitude be 
right, but it becomes even more im- 
portant that they be capable and well 
trained. Their responsibilities increase 
as more threads are tied to the home 
office, and their direct impact on the 
field organization broadens. 

As our member companies get into 
automation, they will discover that as 
the human element is minimized in 
favor of machine economies human 
relations become a problem in new 
areas. People sometimes make mis- 
takes and antagonize policy-owners 
and agents, but in my experience 
these are nothing compared to the 
capacity for misunderstanding and ir- 
ritation encompassed in these ma- 


the 
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chines. In a business which for years 
has emphasized the necessity of close 
personal relationship with policy-own- 
ers and individual, considerate service, 
we now endeavor to have these same 
people conform to the limitations of 
the machines. Thus we have conflict 
of objectives; to satisfy the require- 
ments of speed and economy we sacri- 
fice good public relations. If we em- 
phasize the importance of considerate 
policy-owner relationship, we jeopard- 
ize the successful operation of our 
cost-saving equipment. Satisfactory 
reconciliation of these extremes and 
the solution of the problem is a chal- 
lenge indeed. 

Most of these challenges that I have 
endeavored to isolate have not sud- 
denly burst upon us with 1960; they 
are part of an evolution and we 
merely pause for a moment to ap- 
praise them, in the light of the par- 
ticular circumstances which seem to 
lie ahead in the next decade. 

We can blunder through, meeting 
each emergency with an expedient, or 
we can formulate a plan. Is not this 
a good time for each of us to assess 
the problems and the opportunities of 
the decade we have just entered. Is it 


GROWTH 


National Life sold more life insurance 
in 1959 than ANY other company in the 


U.S. and Canada not selling group. 


THE 


NATIONAL LIFE 
AND ACCIDENT 


INSURANCE COMPANY 


HOME OFFICE NASHVILLE, TENNESSEE 


not our responsibility to chart a 
course, considering well the reefs and 
shoals we know lie ahead and putting 
out the guiding buoys which will lead 
our companies safely to predetermined 
destinations. Inasmuch as we do this 
we will profit from the decade of rec- 
ord growth, of increasing prosperity, 
of better living that lies ahead. 


Central National Has New Rider 
Central National Life of Nebraska 


has added a $10 per month disability 
rider for each $1,000 of term insur- 
ance. The company has also increased 
its discount rate to 4%. 


Standard Security Life of New 
York has established an award dedi- 
cated to the late Sen. Neuberger of 
Oregon to go to the person who has 
contributed “the most to increasing 
the progressive development of higher 
standards of health and welfare.” 

American Mutual Life of Iowa had in 
February both the largest paid and 
submitted business for any month 
ever. Paid ordinary was 44% ahead of 
the same month last year. Submitted 
business gained 69%. 





RMVAQMANNY 


\ 
~ 


March 19, 19 


Non-Forfeiture Values 
Included In A&S Plans 
Of Ga. International 


Georgia International Life has ge. 
tended non-forfeiture benefits to aj 
its A&S policies and instituted guap. 
anteed. renewable _hospital-surgicy 
policies which provide lifetime cove. 
age and become paid up at age 65, 

New disability income policies jp. 
clude 10-year income and income t 
age 65, both of which are guaranteg 
renewable to age 65. One-year incon, 
sickness, ‘five-year income  acciden 
policies are guaranteed renewable t 
age 60. Each of the three plans has; 
waiting period, which may vary fron 
one to six months. Additional bene. 
fits for first-day and lifetime agg. 
dent income are available, as well a 
principal sum benefits up to $50,000, 


Paid-Up At 65 Plans 


The guaranteed renewable, life. 
time coverage, paid-up at age 65 hos. 
pital-surgical policies include bene. 
fits for any one hospital confinement 
to 365 days until the paid-up date 
when coverage decreases to 31 days, 
There are four coverages with daily 
hospital benefits ranging from $8 to 
$20 and surgical maximums ranging 
from $200 to $350. 

Comprehensive major medical js 
offered in four coverages. Maximum 
benefits range from $5,000 to $12,500, 
with deductible amounts from $100 to 
$1,000. An 80% coinsurance provision 
applies to all major medical plans. 
The plans are also guaranteed renew- 
able, with premiums payable to age 
75, after which they become fully 
paid-up. Family coverage is offered, 
with dependent coverage to age 25. 


Piedmont Southern Holds 


First Stockholder Meeting 


Piedmont Southern Life, the result 
of the recent merger of Piedmont Life 
and Southern Life of Georgia, held its 
first stockholders meeting, at which 
officers and directors were elected. 

Officers elected were Reginald Trice, 
chairman; S. Russell Bridges Jr., pres- 
ident; Stanford Y. Smith, agency vice- 
president; J. L. Kirkpatrick, vice- 
president and actuary; Alan Fonda, 
administrative vice-president; Robert 
S. Wiggins, vice-president and gen- 
eral counsel; Charles G. Shepherd Jr,, 
secretary, and Albert H. Mori, treas- 
urer. 

The newly merged company de- 
clared a cash dividend of 35 cents a 
share in addition to a 1% stock divi- 
dend payable April 1 to stockholders 
of record March 15. 

Combi‘ted earnings and net capital 
gains for the company for 1959 totaled 
$7,031,963, which amounts to $13.77 
per share. 
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O’TOOLE ASSOCIATES 


Management Consultants 
To Insurance Companies 
Established 1945 
220-02 Hempstead Avenue 
Queens Village 29, N. Y. 
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IN MARKETING AND MANAGEMENT 
FOR THE INSURANCE BUSINESS 
FRANK LANGE:A ASSOCIATES 


521 FIFTH AVENUE 
NEW YORK 17_NY 


ONE NORTH LASALLE ST. 
CHICAGO 2, ILLINOIS 
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MacDonald Hits 
Pro-Term Article 
In April McCall's 


(CONTINUED FROM PAGE 1) 
yalue insurance is a must for lifetime 
protection and the long-range goals of 
family financial planning.” 

Term insurance should never be 
considered a substitute for permanent 
life insurance, Mr. MacDonald warned. 
“t am certain that your policyholders 
would be quite reluctant to invest in 
something that could only pay off if 
they died within the period covered.” 


Could Lead To Poorhouse 


“Naturally, you'll get arguments 
that buying term and investing the 
difference will build a tidy nest egg if 
the difference is invested in the stock 
market or mutual funds. Of course, this 
whole economic house of cards is 
predicated on the theory that we face 
a continuing inflation. Should prices 
fall, buying term and investing the 
difference will land the investor in the 
poorhouse. I hardly need cite the 
recent downward trend in the United 


States stock market to prove this 
point. 
“And if your policyholders insist 


that mutual funds are a foolproof 
method of supplementing term insur- 
ance, you might point out that last 
year mutual funds appreciated at a 
far smaller rate than they did in 1958, 
and many of them at a smaller rate 
than did some of the well-known stock 
market averages.” 


Would Top 40% Of Ordinary 


Mr. MacDonald cited recent statistics 
which revealed that 25 years ago less 
than 14% of total ordinary insurance 
issued was in term form. Some com- 
panies issued as little as 5%. By 1958, 
the figure had increased to more than 
30%, but this did not include term 
insurance provided by family plan 
policies. If these figures were included, 
Mr. MacDonald went on, term insur- 
ance being issued today would proba- 
bly amount to more than 40% of the 
total ordinary issue. 

“When we find such a drastic change 
in the balance of our operations,” Mr. 
MacDonald declared, “I wonder what 
has happened to our perspective. I 
wonder if the time has not come to 
give careful consideration to where we 
are and where we may be going. I am 
not saying that there is not a perfectly 
proper place for term insurance. There 
is. Perhaps, in our desire for volume 
production, we may be losing sight of 


LIFE INSURANCE EDITION 


some of the fundamentals which have 
built our business. 

“I am sure all of you would deplore 
such a shift to term insurance if the 
result were to deprive our business of 
the splendid confidence which has 
been built up over the years.” 


Insured Benefit Plans 
Cover 60% Of Workers 


‘CONTINUED FROM PAGE 1) 
$1.4 billion, was only three times what 
it was 10 years ago. The major share 
of this cost was paid by the employers. 

Over-all, the number of group life 
master contracts was 150,000 at the 
start of 1960, about triple the number 
10 years ago. 

While workers were increasing their 
basic group life coverage over this 
period, the institute noted, ownership 
of individual coverage in the United 
States increased over $183 billion, a 
rise of more than 100% in the decade. 

The annual flow of death benefit 
payments to the families of group 
insured workers has almost quadrupled 
in the 10-year period. In 1959, these 
benefit payments totaled almost $1 
billion, compared with $259 million 
paid in benefits 10 years ago. 

Insured pensions continued to gain 
in importance in the employe benefit 
picture. Last year there were 26,000 
insured pension plans in effect cover- 
ing nearly 5 million employes. This 
was nearly three times the 9,100 plans 
in force 10 years before and more than 
twice the 2,230,000 persons enrolled at 
that time. 

Annual income of over $300 million 
is currently being paid out to retired 
persons under insured pension plans, 
more than three times the income 
payments made 10 years ago. Em- 
ployers and employes put about $1.7 
billion into their insured pension funds 
last year, and the reserves in these 
plans increased to nearly $16 billion. 

Life companies alone cover about 15 
million workers under group health 
plans, approximately twice the num- 
ber covered 10 years ago. An estimated 
$1.9 billion was paid in group health 
benefits by life companies in 1959, 
almost seven times such benefits paid 
by them 10 years ago. 


Provident Mutual Raises 
Discount Rate To 4% 


Provident Mutual Life has _ in- 
creased the discount rate on prepaid 
premiums from 3.25% to 4% for the 
first five years after prepayment and 
3.5% during subsequent years. The 
discount is allowed for individual life 
and retirement annuity contracts. 


























2. you are under 40 
3. 
4. 


~ OPPORTUNITY... 


. to be considered for appointment as REGIONAL DIRECTOR OF 
SALES is offered by Life company—an affiliate of one of the largest 
fire and casualty companies in the country—if: 


1. you have an obvious success background and expe- 
rience working with brokers 


you are a college graduate 


you are doing well in your present position but want 
opportunity for rapid progress 


Location—MIDWEST and WEST 


Write to Box M-70, c/o The National Underwriter Co. 
175 W. Jackson Bivd., Chicago 4, Ill. 


Replies strictly confidential 
























































Hammel Comments On 
Changes In Insurance 


Commissioner Hammel of Nevada, 
speaking at Pittsburgh Insurance Day, 
reviewed immediate past developments 
in projecting the future of insurance. 
He said the business has drastically 
changed and improved its statistical, 
analytical and marketing methods. Au- 
tomation has advanced operational 
procedures and decreased costs. 

One result of this breakthrough in 
previous attitudes is the tendency of 
life companies to acquire multiple line 
affiliates, and vice versa. By combin- 
ing, companies provide their own best 
protection against inflation and are 
able to give insured a better product 
at a reasonable price, Mr. Hammel 
declared. 


Stabilization Of Tax Structure 


He noted that another significant 
question is the stabilization of the 
life company federal tax structure. 
This is apt to lead to further consolida- 
tions of life and multiple line com- 
panies for tax saving purposes. 

Some holding companies with strong 


25 
New England Promotes 
4 In Executive Ranks 
BOSTON—Richard S. Willis, for- 


merly 2nd vice-president in the mort- 
gage and real estate department, has 
been elected vice-president of New 
England Life. 

George G. Joseph, former director 
of agencies and former general agent 
at Newark, becomes 2nd vice-president 
in the agency department. He is a past 
president of the Newark and New 
Jersey life underwriters associations 
and of the Newark General Agents & 
Managers Assn. 

Lewis Bishop, tax manager, becom?s 
assistant secretary as well. 

Hamilton Coolidge has been ad- 
vanced from mortage analyst to mort- 
gage officer. 





managements have as their objective 
the acquisition of insurers. Many of 
these financial organizations, which 
are becoming majority stockholders in 
insurance companies, can bring out- 
side viewpoints that may well be 
helpful in meeting the challenging 
days ahead, Mr. Hammel concluded. 
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CLOSE CORPORATIONS 





surance” a million 


@ “Close Corporations and 


Life Insurance”’ 


“Key Man and Life Insur- ance, 


a 
ance ing aids. 


university teachers and librarians. 


PLEASE SEND ME: 


__Sets of 4 Textbooks. 


__Sets of 4 Illustrated Sales Brochures. 





H. P. Gravengaard 


“The Man Who Started 
Business Insurance 


On The Way Up.” 


Mr. Gravengaard, Vice Presi- 


his first year, es- 
tablished Aetna’s training de- 
partment, was 
sixteen years for Aetna and 
New England Life, is inter- 
nationally known 
and speaker on life insur- 
and author of many 
other books, articles and sell- 


To: THE DIAMOND LIFE BULLETINS, Department of 
The National Underwriter Company, 420 East Fourth Street, Cincinnati 2, Ohio 


MILLIONS SOLD! 


Gravengaard Business Insurance Publications 
Help Many Thousands Achieve Amazing Results 





TEXT BOOKS dent, National Underwriter 
Co , and E tive Edi- 
for, Diamond Life. Bulletins ILLUSTRATED 
@ “Sole Proprietorships and ——_Debartment. writes from back; = SALES BROCHURES 
Life Insurance” successful field experience. He ‘“ 
attended Harvard Law School @ ‘How to Preserve Your 
@ “Partnerships and Life In- ANd Graduate School sold We Sole Proprietorship" 


@ “How to Preserve Your 
Partnership” 

@ ‘“‘How to Preserve Your 
Close Corporation" 

@ “How to Offset the Loss 
of a Key Man” 


General Agent 


authority 


Over 600,000 In Use In All Corners Of The Globe! 


Now in 17th annual printing, Gravengaard Business Text Books and Visual Selling 
Brochures are the most successful business publications ever printed. 
enthusiastic users are life underwriters, MDRT members and aspirants, General 
Agents, Managers, home office executives, attorneys, trust officers, accountants, 
They are standard training material in many 
leading companies, agencies and universities. 

It is matter of record, that all who use these publications achieve rapid success in 
the lucrative field of Business Insurance (statistics show that about 60% of Amer- 
ican business still is without Business Life Insurance)! 
engaard Text Books and Brochures, it is as easy to sell Business Insurance as it is 
personalinsurance. Better order your supply today. Simply use handy coupon below. 


Their 


With help from the Grav- 


______ Packages of 4 Text Books and 4 Illustrated Sales Brochures (1 pkg. $9., 10 pkgs. $7.60 
ea. pkg., 25 pkgs. $6.80 ea. pkg., 50 pkgs. $6.20 ea. pkg., 100 pkgs. $5.60 ea. pkg.) * 
(1 set $5., 10 sets $4.40 ea. set, 25 sets $4. ea. set, 50 sets 
$3.60 ea. set, 100 sets $3.20 ea. set.) * 
(1 set $4., 10 sets $3.20 ea. set, 25 sets $2.80 
ea. set, 50 sets $2.60 ea. set, 100 sets $2.40 ea. set.) * 
__Ring Binders (will hold 4 Text Books or 4 Brochures— $1.25 each). 


*Less in Larger Quantities — Imprint Prices upon request. 
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Changes In The Field 


Mutual Benefit Life 

Albert G. Schmerge, supervisor of 
the Earls agency at Cincinnati, has 
been appointed general agent at New 
York to succeed Lee Nashem, who 
resigned to become general agent of 
Canada Life. 

Mr. Schmerge was honored at the 
annual dinner of the agency. Guest 
speakers were J. J. Magovern, execu- 
tive vice-president Mutual Benefit, and 
D. C. Alexander, Cincinnati attorney, 
who discussed the recent Internal Rev- 
enue Bureau regulation authorizing the 
formation of medical associations for 
tax purposes. Mr. Schmerge is a life 
and qualifying member of MDRT. 


Pacific National Life 

Bert Kreisberg has been appointed 
ordinary life manager of a newly es- 
tablished branch in Los Angeles. H. K. 
Woodland is in charge of group. A 
native Hollander, Mr. Kreisberg was 
a successful business man there. He 
came to the U.S. and entered the life 
insurance business in 1954, becoming 
a member of the Million Dollar Round 
Table shortly thereafter. Mr. Wood- 


land, who has been with the com- 
pany since 1955, was formerly re- 
gional group manager for Zurich at 
Los Angeles. He left that company to 
set up Continental Casualty’s group 
operations on the west coast and was 
regional manager until going with 
Pacific National. 


Occidental Of California 


N. H. K. Larsen has been named 
assistant brokerage manager at Chi- 
cago in the La Salle Street branch. 
He has been an automobile under- 
writer for Aetna for two years. 

J. H. Meister has been appointed 
assistant manager at San Francisco. 
He has been an agent with the com- 
pany for nearly a year and before 
that was with Mutual Life of New 
York and Franklin Life. 


Union Central Life 
Two agency managers have been 
named: S. M. Teitelbaum at Balti- 
more, succeeding R. L. Hoffman, re- 
signed, and C. A. Kauffman at Chica- 
go, succeeding Robert Circle, also re- 
signed. 
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Expansion program provides openings for qualified General Agents in selected areas. 


Loyal Protective Lire INSURANCE COMPANY 
BOSTON 15, MASSACHUSETTS 











your sales. 


NORTHEASTERN 


Marsh & McLennan 


George H. Wat- 
kins is joining 
Marsh & McLen- 
nan as vice-presi- 
dent in charge of 
the life depart- 
ment at Chicago. 
He succeeds How- 
ard I. Potter, vice- 
president, who will 
continue in an ad- 
visory capacity. 

Since 1957 Mr. 
Watkins has been 
vice-president of 
Container Corp., prior to which he was 
vice-president in charge of develop- 
ment of the University of Chicago. 

Mr. Potter joined Marsh & McLen- 
nan in 1926 to head up the life de- 
partment, which, at that time, was a 
small unit, but with the influx of em- 
ploye benefit plans, has become a 
principal factor in the firm’s business. 


Franklin Life 

K. L. Dawkins, Rockingham, N. C., 
has been appointed district manager. 

R. L. Hill, Richmond, Va., has 
been appointed general agent. He for- 
merly was with Franklin at Raleigh, 
N.C. 

Two North Carolina field men have 
been promoted to general agent: W. M. 
Gilliam, Fayetteville, and E. C. Phifer 
Jr., Charlotte. 


North American L.,A.&H. 


Theodore Karolyi is general agent 
at Niles, Cal., and H. E. Malone re- 
gional sales director in Houston. Other 
new appointees are general agents 
A. E. Zipfel, Belleville, Il.; Jack Say- 
lor, Atkinson, IIll.; Harry W. Hilton, 
Royal Oak, Mich.; Edmund A. Shelley, 
Dyer, Ind.; and Harry M. Nearing, 
Jacksonville, Fla. 





George H. Watkins 


Modern Woodmen 

W. R. Prince has been named man- 
ager of the Tennessee agency. He suc- 
ceeds R. L. Estes, who has retired 
after 36 years with the society and 
27 years as Tennessee manager. Mr. 
Prince has been with Modern Wood- 
men since 1958. 


Jefferson National Life 
J. O. Boner has been appointed gen- 
eral agent at Indianapolis. He has 
been with Republic National. 


Northwestern National Life 

R. E. Lee has been appointed man- 
ager at the newly opened offices at 
Glasgow, Mont. 


Life Of North America 
D. A. Pahl has been appointed re- 
gional reinsurance manager with head- 
quarters in Dallas. He has been re- 


~~ LOOK TO NORTHEASTERN LIFE 


-.»FOR OUTSTANDING SERVICE TO BROKERS 


Now, Northeastern Life offers DOUBLE-DOUBLE INDEMNITY in case of death as a 
result of travel accidents. Available on all ordinary policies to help you with 


LIFE INSURANCE 





COMPANY 
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insurance supervisor for Lincoln Ng, 
tional Life, and before that was yw. 
derwriting manager for Oil Industrie 
Life and senior underwriter for Aj; 
Assn. for Lutherans. 


John Hancock 





arch 19. ] 








Louis F. Egidio has been appointe 
supervisor of field training for Ney 
Jersey, New York and eastern Penn. 
sylvania. He has been assistant dig 


trict manager at Newark since 1955, 


Lincoln National Life 

G. F. LaVaque has been appointed 
a supervisory assistant in the Lotito 
agency at Chicago. He succeeds J, S. 
Bomba, who has been placed in Charge 
of brokerage development. : 


Great Southern Life 


H. B. Pravorne, field assistant jp 
the group department at Los Angele 
for Equitable Society, has been ap- 
pointed regional manager for group 
and brokerage sales in the same City, 


GIRARDIAN of Dallas has ap. 
pointed Heinz Ruppolt regional map- 
ager for District of Columbia, Mary- 
land, Delaware, West Virginia ang 


PACIFIC FIDELITY LIFE has ap- 
pointed R. J. Dickard manager at 
Downey, Cal., and S. B. Vay at San 
Diego. 


APPALACHIAN NATIONAL LIFE 


has appointed Conway Smith Jr. gen- 
eral agent at Morristown, Tenn. 


CAN.ADA LIFE has appointed Irving 
Rogers general agent at Toms River, 
N. J. 





General American's PAC 
Gets Push After Survey 


Almost 17% of a sample of General 
American Life direct monthly and 
quarterly policyholders elected con- 
version to the company’s pre-author- 
ized check plan (PAC) as the result 
of a letter recently sent them. The let- 
ter contained an explanation of PAC’s 
advantages and enclosed an authoriza- 
tion card. 

Finding the response “positive,” 
General American has launched a 
similar mailing program on a com- 
pany-wide basis. Six thousand PAC 
letters will be mailed each month un- 
til all direct monthly and_ quar- 
terly policyholders have been con- 
tacted. 


‘Leap Year Day Blitz’ Successful 
Western Life of Helena’s field force 
wrote a one-day company record of 


$5,185,436 new business during its} ) 
“Leap Year Day Blitz,” Feb. 29. Mon-|/ 


tana agents led with $1,053,000 writ- 
ten; northern California agents fol- 
lowed with $607,750. 














! 


J. H. Davenpe 
named to th 


Conti 
Arthur © 
company as 
with Contin 
department 
came an ag 
western Mu 
that compan 


Loya 
Walter E 
executive, h 
president, 
the compan. 
group depar’ 
Albert Ro 
charge of li 








has been n 
president. H 
derwriting s 
writer. 
Roland J 
president in 
opment, has 
president ar 


Charles A. | 


joined Loya 
les, became 
Beach and 
home office 
cies for agen 
Charles / 
secretary in 
office mana; 
al home off 
2nd vice-pre 


Occid 
J. K. Dor 
has been ele 
has been n: 
dent and ag 








XUM 











19, 199March 19. 1960 
coln Na. 
was up. 
Nd ustrie 
for Aig 
Volunteer State Life 
Ppointe; J. H. Davenport 
for New Jr., formerly as- 
n Pen. sistant to the pres- 
ant dig. ident, has been 





named to the new- 
ly created position 
of executive vice- 


e 
- president. 
— C. S. Moore, for- 
dea ? merly assistant 
: cha treasurer, has been 
ree named treasurer. 


stant ip 
Angeles 
Pen ap- 
r group 
me city, 


laS ap- 
al man- 
, Mary- 
lia and 


has ap- 
ager at 
at San 


[| LIFE 
Ir. gen- 


1 Irving 
| River, 


—__—____. 


iC 


yeneral 
ly and 
d con- 
author- 
- result 
‘he let- 
PAC’s 
horiza- 


sitive,” 
hed a 
. com- 
1 PAC 
th un- 
quar- 
1 con- 


ful 
1 force 
ord of 


ng its : 


Mon- 
writ- 
s fol- 











J, H. Davenport Jr. 
named to the board. 


C. J. Lynch Jr., 
agency vice-presi- 
dent, has been 





Continental Assurance 
Arthur O’Brien has rejoined the 
company as agency assistant. He began 
with Continental in 1952 in the claim 
department and three years later be- 
came an agent in Chicago for North- 
western Mutual Life, remaining with 
that company until now. 


Loyal Protective Life 
Walter E. Collins, former agency 
executive, has been advanced to vice- 
president, administration. He joined 
the company in 1941 to organize the 
group department. 

Albert Robins, 2nd vice-president in 
charge of life and A&S underwriting, 





Walter E. Collins Albert Robins 


has been named underwriting vice- 
president. He has also been A&S un- 
derwriting secretary and chief under- 
writer. 

Roland J. Splittgerber, 2nd _ vice- 
president in charge of agency devel- 
opment, has been appointed 2nd vice- 
president and director of agencies. He 


Charles A. Lytle Roland J. Splittgerber 


joined Loyal Protective at Los Ange- 
les, became general agent at Long 
Beach and then transferred to the 
home office as superintendent of agen- 
cles for agency development. 

Charles A. Lytle, former assistant 
secretary in the claim department and 
office manager of the Toronto region- 
al home office, has been promoted to 
2nd vice-president, claims. 


Occidental Of Raleigh 
J. K. Dorsett Jr., Raleigh attorney, 
has been elected a director. D. D. East 
has been named assistant vice-presi- 
dent and agency director; B. R. Mc- 








LIFE INSURANCE EDITION 


Home Office Changes 


Cotter, assistant vice-president and 
agency administrator, and R. H. Brit- 
ton, agency superintendent and train- 
ing director. 
Prudential 

Henry E. Arnsdorf, associate airector 
of public relations and aavertising, 
has been promoted to director of the 
department. Before going to the home 





Kenneth L. Brooks Henry E. Arnsdorf 


office in 1956, he headed public rela- 
tions and advertising activities at the 
regional home office in Minneapolis. 

Kenneth L. Brooks, associate direc- 
tor of sales promotion, has been pro- 
moted to director. Mr. Brooks, who 
began the company’s sales promotion 
operations in 1946, is a CLU. 

Meyer Melnikoff, an associate ac- 
tuary and executive general manager 
in the planning and development de- 
partment, has been elected 2nd vice- 
president. He is a fellow of Society 
of Actuaries. 


Midland Mutual Life 
Z. G. Carmin has been appointed 
manager of A&S underwriting. In the 
insurance business for more than 14 
years in the Columbus, O., area, for 
the past five he has been A&S un- 
derwriting supervisor for Nationwide. 


Mutual Of New York 


Promoted to regional group man- 
agers are Robert Scally, New York 
City; C. A. Stark, San Francisco, and 
A. E. Wayne, Chicago. All have been 
group managers at these cities. 

G. J. Lavoie, group manager at 
Cleveland, succeeds F. A. Miller, re- 
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1956 1957 1958 1959 


* In excess of $32 million at this writing. 


It wasn’t just luck in 1959 that allowed ATLIC to: 


1. Increase insurance in force by 174% 

2. Increase earned premium income and investment in- 
come by 279% over 1958 

3. Increase legal reserves by 365% 

4. More than triple Group Premium Income 

5. Increase assets from $1.4 to $1.7 million 


It’s management planning, not luck, that introduced a new line of 
sales-slanted policies . . . that added insurance veterans 
to the home office staff . . . that gained admission to 7 
new States .. . that developed quality sales aids and 
material for ATLIC field forces . . . that established a 
Western Division Office in Los Angeles s:affed by top 
personnel in order to offer complete service to our 
agencies and policyowners in Western States. 


We’re building and growing in 19 States. For information about 
growing with us, write in confidence to: 


ROY A. FOAN, President 





, 


Hr RAVELERS 


INDIANAPOLIS 6, INDIANA 


























The man looking toward a promising financial future uses the systematic 
savings available through modern life insurance. Helping men (yes, and 
women and children, too) plan their futures is our business. We've 
helped many complete plans for education, retirement, home ownership 
and substantial savings. Modern Woodmen agents have at their 
command a variety of modern plans which may be especially 


e 


tailored to fit individual needs. 


For Modern Life Insurance 
It’s Modern Woodmen 





MODERN WOODMEN of America e Home Office e Rock Island, Ill. 
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WANT ADS 


Rates—$22 per inch per insertion—1 inch minimum—sold in units of half-inches. Limit— 

40 words per inch. Deadline 4 P.M. Friday of week before publication in Chicago office— 

175 W. Jackson Blvd. Individuals placing ads are requested to make payment in advance. 
THE NATIONAL UNDERWRITER—LIFE EDITION 
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of agents. 


Oklahoma, Arkansas and Nebraska. 


Hospitalization, A&H, and Life 
Must be fully qualified with proven ability to handle the hiring, training and development 
Starting from scratch, company has premium income of $500,000, all individual business, mainly 


hospitalization and A & H, with some life (no group or credit). Well financed to triple premium 
income within next two years. Present agency force of over 100 agents. Licensed in Missouri, 


Unusual home office career opportunity and excellent financial arrancement plus attractive 
stock options to right man possessing the ability and zip to shape a fast rising sales curve. 
Write in confidence to 
D. H. Shteamer, President 
MISSOURI NATIONAL LIFE INSURANCE COMPANY 

1006 Grand Avenue 


Kansas City 6, Mo. 











NEW ORLEANS AGENCY OPPORTUNITY 
. . « for qualified man with successful supervisory experience to head established 
Life Agency of large, progressive Eastern company. Includes all lines of Life,-Acci- 
dent and Health, Group coverage. Excellent financing plan and training program 
for agents. If you have field supervisory experience and believe you are ready for 
your own agency, write giving complete resume of your background. Your reply 
will be kept in strict confidence. Reply to: Box M-74, c/o The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, Ill. 





WANTED: 


SUPERINTENDENT 
OF 
AGENCIES 


A top producer who knows how to 
recruit, train and supervise man- 
agers and general agents. By one of 
the most progressive, fastest grow- 
ing life insurance companies in 
America. Complete policy port- 
folio. Backed by 40 year old parent 
corporation with assets of $540 mil- 
lion. Home Office Los Angeles. 

Prefer present resident of Cal- 
ifornia. Age 30 to 45. At least 6 
years of life insurance experience, 
part in sales management. 

Salary commensurate with ex- 
perience. Profit sharing, retirement 
and insurance plans, car and ex- 
penses. 


Send resume in 
confidence to: 


WAYNE J. HERRING, CLU 
Vice President and Director of Sales 


PACIFIC FIDELITY LIFE 
INSURANCE COMPANY 


675 South Westmoreland Avenue 
Los Angeles 5, California 


Petre ces eee ee ee ee ee ee ee ee eee ee eee oe ee oe 


7 
8 
i 
U 
7 
i 
' 
| 
‘ 
i 
i 
i 
i 
i 
% 





ADVERTISING — SALES PROMOTION 


Must have creative ideas, especially in direct 
selling aids. Should be good public speaker. 

Will head department and must have ability 
‘| to prepore, execute, and administer entire 
program. Mutual company over 50 years old 
with progressive philosophy and strong growth 
plans. Situated on West Coast. Reply in con- 
fidence to Box M-79, c/o The National Under- 
writer Co., 175 W. Jackson Blvd., Chicago 4, 
1 Hilinois. 






















OPPORTUNITY FOR THREE 
REGIONAL SUPERINTENDENTS 
OF AGENCIES 


In our expansion program we have created 3 
regions of approximately 4 states each; In the 
South, Southeast and Southwest. It will be your 
responsibility to develop Agencies with these 
tools: General Agent's furnished offices and 
subsidies; Agents financing program, all con- 
tracts lifetime renewals. Complete rate book 
and Special plans-Life only. Starting salary 
commensurate with your ability, plus incentive 
bonuses. Applicants now being considered for 
all three positions. Reply in strict confidence 
giving personal biographical information and 
a complete record cf experience to Box M-85, 
c/o The National Underwriter Co., 175 W. Jack- 
son Blvd., Chicago 4, Ill. 








HOME OFFICE 
LIFE UNDERWRITER 


Do you have substantial home office life 
underwriting experience, organizational and 
supervisory ability, and familiarity with life 
company administrative procedure; particularly 
the policy issue function? 


If so, are you interested in a position as 
Chief Underwriter with the newly organized 
life company, subsidiary of a leading eastern 
casualty-fire-surety writer? 

Write, sending resume to Box M-9I, c/o 
The National Underwriter Co., 175 W. Jackson 
Bilvd., Chicago 4, Ill. 


A&H 
UNDERWRITER 


Leading insurance company has 
an opening in its expanding A& H 
insurance division for a qualified 
underwriter. We require a college 
degree & a minimum of 3-5 years 
experience preferably in under- 
wriling individual risks. Exp. in 
life helpful. New York State exp. 
desirable. Suburban Long Island 
location. Salary open. Send com- 
plete & confidential resume to: 

























Box #N-6, c/o The National Underwriter Co., 
175 W. Jackson Bivd., Chicago 4, Ill. 


gional manager at Atlanta, who has 
been transferred in that capacity to 
Dallas. Before joining Mutual, Mr. 
Lavoie was with Columbian National 
Life and Security Mutual of New 
York. 


Illinois Mutual L.&C. 
William Quinn has been appointed 
superintendent of sales programing 
and Wallace Kemp superintendent of 





Wallace Kemp 


William Quinn 


agency development. Mr. Quinn has 
been regional superintendent in Mis- 
souri, and Mr. Kemp was with Amer- 
ican Casualty as A&S group manager 
for central Illinois. 


Massachusetts Mutual 
A. N. Wells, mortgage loan assist- 
ant, has been promoted to. senior 
mortgage loan analyst. H. J. Noonan, 
assistant manager of the registry de- 
partment, has been promoted to man- 
ager. 


Connecticut General Life 


A. C. Hickmott, vice-president in 
charge of securities, has retired after 
43 years’ service. He is a director of 
Aetna Fire, president of State Sav- 
ings Bank at Hartford and a director of 
Connecticut Bank and Trust Co. 


American Mutual Life 


Sam Kalainov has been appointed 
agency supervisor. He has been with 
the company since 1956. 


Fidelity Mutual Life 


D. B. Walters, agency secretary, has 
been given officer status. 


Ministers L.&C. 


G. M. Craig has been named man- 
ager of the group department. He 
was formerly a Twin-City agent for 
Provident Mutual Life. 

G. G. Dederick, formerly an insur- 
ance inspector for Retail Credit, has 





SAN FRANCISCO OPPORTUNITY 


One of California's largest A & S agencies is 
seeking qualified production manager. Nation- 
ally known and highly respected company offer- 
ing group, franchise and individual policies 
through established agents and brokers. Enter- 
prising man between 35 and 45 with sufficient 
experience and proven success record will re- 
ceive adequate salary and ample incentive. 
Please give full information regarding back- 
round which will be treated confidentially. 
eply Box N-7, c/o The National Underwriter 
Co., 175 W. Jackson Bivd., Chicago 4, Ill. 








OPPORTUNITY IN SOUTHWEST 
Eight year old Arizona lifé insurance busi- 
ness for sale. Assets in excess of $20,000,- 
000.00. For further information, write Box 
N-10, c/o The National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, Ill. 








A&S CLAIM ADJUSTER 
This opening offers exceptional opportunity for 
future advancement for young man 25-30 with 
two or more years accident sickness claim 
experience. Prominent Midwest company. Excel- 
lent starting salary with periodic merit increases. 
Send complete resume and salary requirement. 
Reply Box M-76, ¢/o The National Underwriter 
Co., 175 W, Jackson Blvd., Chicago 4, Ill. 








GROUP MANAGER 
Progressive southeastern life insurance 
company seeks GROUP MANAGER to de- 
velop business from one-man field office 
in prominent southern industrial center. 
If you are an e: rienced group man un- 
der 35 and enjoy responsibility, write in 
detail giving education, experience and 
last salary to Box N-12, c/o The National 
Underwriter Co., 175 W. Jackson Bivd., 
Chicago 4, Ill. 
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been named manager of the 
issue department. 
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VULCAN LIFE & ACCIDENT }§ puy nothi: 
appointed W. R. Phillippi vice-pre y model 
dent, finances. He will continue | \, 
serve as treasurer and actuary. Othe... a.; 
promoted are H. H. Underwood, fry, aged 
director of the combination depag™siné J° 
ment to vice-president of the depapt? is ™ 3 
ment; J. R. Kelsoe from  assistpgeading of 
secretary to vice-president, adminxggent has a 
trative services; Gaston McGayyibles on pag' 
from assistant secretary to underwrifnce Can S 
ing vice-president, and R. M. Gui} Harper in 1 
to secretary. C. D. Wood of Birmix, an M. Al 
ham has been elected a director. futual, a1 


NORTHERN LIFE of Canada },pi Actuaries 
appointed H. L. Sharpe president a4 Mr. Linto 
managing director; R. G. Ivey, boagerm-and-in 
chairman, and R. M. Ivey, vice-presholder woul 
dent. ide accumt 
ame amoul 
ge 65 as un 
e uses the 
‘enewable te 

et costs of 

PATRIOT LIFE has appointed H, jfinary _ life 
St. Pierre general agent at Pennsaygmount, ass 
ken, N. J. He has been with Washing}957 divider 
ton National. ble when tl 


Chicago Life Assn. Sets | oe 
April 7 Sales Workshop 


A sales workshop sponsored by Chi 
cago Assn. of Life Underwriters wi 
be held April 7 at the downtown cam. 
pus of Northwestern University. 

Burnham L. Batson, manager Con 
necticut General Life, is chairman o 
the workshop, which will present eigh| Using the 
panels on various aspects of life in-ve’'ve done 
surance selling, including prospectingfermine hov 
business insurance, planning and or-farned befo 
ganization, package selling, motivatione after-te 
and closing, simple programing anthoug need 
social security, estate planning, and eyholder in 


Southwestern Life 
F. O. Detweiler, president Chap 
Vought Aircraft, has been name 
director. 


CANADA LIFE—H. T. C. Tayi 
has been appointed assistant superin 
tendent of agencies. He has be 
manager at Minneapolis. 

















competition from outside sources. pee met 
. a m) woulc 
Republic National Extends fully taxabl 
a __-* 5% that 
Higher Limits To Brokers [0 policy 


Liberalized non-medical limits hav4$12,000-16, 
been extended to brokers of Republig§55%, Ever 
National Life. Non-medical limits 0 100-8,000) h 
ages 0-35 have been increased ti ore taxes. 
$30,000 and a limit of $10,000 has bee] po at 
placed on ages 36 through 40 ani +43 
$7,500 on ages 41 through 45. pats, it's 

The liberalized limits were madp*able wit 
available to full-time agents in Janpfoduce an 
uary. before-tax | 
ale ible to pu 
To Dissolve Moore Insurer + ageing 

JEFFERSON CITY—Circuit Judges em on th 
Blair in the Cole County court hii. oquatir 
ordered dissolution of Security Na izabeth v 


tional Life of St. Louis. The company ails 3 ; 
affairs and assets had been placed if %/S in a be 
the hands of Superintendent Legget} Unluckily 
on June 3, 1958, after he had brought based o1 
suit charging the company’s recordjon is advi: 
indicated its capital was impaired anifurately the 
that it was insolvent. hyone wou 
When the receivership action Whe Grafton 
brought it was reported the comPalbutsige fun, 
had 1,104 life policyholders and abol}), with 1 
7,100 A&S insured. afety and c 
Vaughn V. Moore was president ¢ The G 
the company. It was capitalized fo) “"¢ raf 
$100,000. It was organized in 1947 #f Constant 
a stipulated premium life compat force up 
but was changed to a legal resefv#me of it t 
basis after Moore secured con 65. Henc 
several years ago. e Grafton 
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alked into the showroom armed with 
;. Consumer’s Guide and determined 
IDENT h 5 buy nothing but the stripped, econ- 
ViCe-preimy model with standard transmis- 
ontinue on? 

TY. Othef ror doing the same kind of mind- 


——s ",anging job on a McCall’s subscriber 
“an él who is in a tizzy from an uncritical 
1 onl eading of the Grafton article, the 


, adminxpgent has a good persuader in the ta- 
McGavupies on page 77 of “How Life Insur- 
underwri§nce Can Serve You,” published by 
- Guiltarper in 1958 and written by Chair- 
f Birming on M. Albert Linton of Provident 
hon. futual, a past president of Society 
pf Actuaries. 
sideat Mr. Linton shows what the buy- 
vey, pene invert the-ciiterence policy- 
Vice-preifolder would have to earn on his out- 
ide accumulation fund to have the 
ame amount available at death or 
‘lige 65 as under an ordinary life policy. 
e uses the lowest available one-year 
¥enewable term rates and the average 
et costs of 10 mutual companies’ or- 
nted H, jpinary life policies, $10,000 face 
Pennsaygmount, assuming continuation of the 
Washing4957 dividend scales, the latest avail- 
ble when the book was written. 
Mr. Linton shows that for a policy- 
older starting his program at age 35 
e outside fund would have to earn 
59% a year, compounded annually, 
lif the term-plus-outside-fund method 
4; to cost no more than doing the job 
‘With permanent life insurance—and 
e 459% figure is net after taxes 













reve done a few computations to de- 
ospectingfermine how much would have to be 
; and ortarned before taxes to come out with 
notivationthe after-tax income that the fund 
ning avould need to have added to it. A pol- 
— anvholder in the 26% bracket ($8,000- 
i 2,000 net taxable income, joint re- 
un) would have to earn 6.20% on 
ends filly taxable investments to earn the 
5% that would be needed. The 
CIS kame policyholder in the 30% bracket 
nits havq$12,000-16,000) would have to earn 
Republi§55%, Even in the 22% bracket ($4,- 
limits 0409-8,.000) he’d have to earn 5.88% be- 
eased titre taxes, 
has beet Even at today’ i 
40 ani oday’s good yields on 
bonds, it’s obvious that nothing com- 
re madpatable with life insurance safety will 
in Janpfoduce anything like the foregoing 
before-tax yields. Of course, it is pos- 
ible to put money into enterprises 
urer nat might return more than those 
| fields, but to liken life insurance to 
E uleem on the score of safety is about 
“ity Na me equating a voyage on the Queen 
mpany' Wabeth with a trip over Niagara 
laced it alls in a barrel. 
Leggeti Unluckily, the Linton comparison is 
proughifot based on precisely what Mr. Graf- 
recordyon is advising, yet it illustrates ac- 
ired anffurately the impossible handicap that 
hyone would face in trying to follow 
e Grafton formula while keeping his 
lutside fund in investments compara- 
le with life insurance in quality, 
ident ofty and conservatism. 
ized fol) +he Grafton plan involves keeping 
1947 af Constant amount of term insurance 
compa) force up to about age 60, dropping 
reservefne of it then and giving up the rest 
control 65, Hence the comparison between 
Grafton way and the ordinary life 
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LIFE INSURANCE EDITION 


cCall's Digs Can Help Sell Insurance 


way is not quite the precise, head-on 
thing that there is in the Linton com- 
parison. But the Grafton plan faces 
the same difficulties as are present in 
the Linton comparison and are inher- 
ent in any program that relies on ac- 
cumulating the reserve outside the 
policy rather than inside it. These are: 

1. The “pure protection” in the pro- 
gram costs more when bought as a 
separate term policy than when bought 
as part of a package deal along with 
the investment feature. This is due 
partly to a higher unit expense factor 
because the package is split and partly 
to the higher mortality on term insur- 
ance, which results from the fact that 
buyers with concealable impairments 
are likely to choose term if they think 
they’ll die earlier than standard risks. 

2. The interest earned on reserve 
accumulations in the policy and the 
interest returned in policy dividends 
are not taxed as current income to the 
policyholder. Earnings on outside in- 
vestments are taxable, unless yield is 
sacrificed to gain tax-freedom. Mr. 
Grafton tries to pass off this advantage 
of life insurance as a trifling matter. 
Yet if McCall’s readers are as well off 
as its publishers represent them to 
advertisers, this difference in tax 
treatment is of considerable impor- 
tance. 

For example, the man on the Graf- 
ton plan who is in the 26% bracket 
has to earn a 35% greater return on 
his outside fund because of this trifling 
matter of having to pay a tax on it. In 
the 30% bracket he must earn nearly 
a 43% higher rate. Even in the 22% 
bracket he must earn 28% more than 
if he were not being taxed. 

3. The individual’s opportunities of 
investing relatively small amounts— 
especially interest payments—prompt- 
ly and at the rate he must earn to 
hold even against cash-value life in- 
surance simply do not compare with 
those available to life company invest- 
ment departments, if safety of prin- 
cipal is borne in mind, as it must be. 

So, even though the Linton compari- 








Dudley Dowell, executive vice-presi- 


dent of New York Life, examines 
75th anniversary medallion of merit 
awarded to Raymond C. Johnson, vice- 
president of marketing, right, by his 
alma mater, the University of Ari- 
zona. Mr. Johnson was honored for 
nationally recognized leadership and 
devotion to the university during the 
anniversary celebration, which im- 
cluded an insurance day. 


son can’t be used to meet the basic 
Grafton fallacy head-on, the foregoing 
three points are obviously important 
considerations in any situation where 
a policyholder thinks he can do better 
for himself by building up his reserve 
fund outside the policy rather than in- 
side it. And all this is without consider- 
ing such special features of life insur- 
ance as settlement options and freedom 
from creditors’ claims. Reserves out- 
side the policy do not enjoy such ad- 
vantages. Nor have we given any 
weight to the amount of time it takes 
for a policyholder to handle his out- 
side investments or the money he may 
need to pay for investment advice. 

Only by kidding themselves as to 
the safety and conservatism of their 
investments can the “invest-the-dif- 
ference” zealots create the illusion 
that their theory is sound. Kidding 
yourself is often a harmless and en- 
tertaining diversion, but when you’re 
dealing with dollars that must do a 
job when you’re old or dead, then kid- 
ding yourself is foolhardy and poten- 
tially tragic. 

Besides the basic fallacy of espous- 
ing the “buy-term-and-invest-the-dif- 
ference” philosophy, the Grafton ar- 
ticle has a number of other weaknesses. 
Here are some of them: 

—Failure to give fair and balanced 
consideration to the probability of the 
policyholder’s needing insurance pro- 
tection in his 60s and even later, and 
finding himself trapped by the shock- 
ingly high cost of keeping on with 
term insurance or converting to per- 
manent insurance. Instead, the reader 
is led to believe he’ll have little reason 
to need coverage at such an advanced 
age. This point of view doubtless seems 
fairly plausible to a young husband 
starting to build up his life insurance 
estate. Older men know better. 

—An unrealistic faith in the average 
family’s ability to start and maintain 
a consistent, long-term program of 
“outside” saving or investment. Social 
security figures show that discourag- 
ingly little of such accumulation is in 
effect at age 65 and older. Mr. Grafton 
makes much of the freedom of choice 
that exists under his plan—but he for- 
gets that sometimes the best choice is 
to bind oneself to a program that has 
some penalties for defaulting. It’s hard 
enough to save even semi-compulsor- 
ily. Is it likely to be any easier when 
there is no compulsion except pure 
will-power? 

—Complete failure to explain why 
the accumulated wisdom of the insur- 
ance business over the years is so 
strongly in favor of cash-value life 
insurance. Instead, Mr. Grafton quotes 
with evident approval a statement by 
an unidentified insurance “expert” 
who contends that life companies pre- 
fer cash-value life insurance because 
of the power that goes with the control 
of huge amounts of assets. Mr. Graf- 
ton, moreover, offers no evidence that 
the companies exercise this kind of 
power—or could do it even if they 
wanted to. 

—A marked tendency to soft-pedal 
the benefits of cash-value life insur- 
ance, such as freedom from creditors’ 
claims, while not compietely ignoring 
them and thus being open to a charge 
of concealing them from readers. 

Having had a little fun reading Mr. 
Grafton’s acidities, but perhaps also 
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Conn. General Names 
Three V-Ps, Appoints 
Others To New Posts 


Connecticut General Life has named 
three vice-presidents and a director, 
made several new appointments and 
raised others to officer status. 

Morgan H. Alvord, head of the group 
pension department, Paul E. Britt, 
group sales manager, and James H. 
Torrey, head of the securities depart- 
ment were named vice-presidents. 

Thomas W. Russell Jr., vice-presi- 
dent, American Brake Shoe Co., was 
elected a director. 

New appointees are Edward J. 
McAlenney, counsel; John L. Garman, 


‘2nd vice-president for group insur- 


ance; Douglas B. Hunter, 2nd vice- 
president of the group pension depart- 
ment; William W. Keffer, 2nd vice- 
president and actuary, group, and 
Robert L. Mayer, 2nd vice-president, 
group sales department. 

Also appointed were W. L. Wilkin- 
son, associate counsel; J. N. Crary, 
secretary, accident department; J. B. 
Ross Jr. and R. S. Smith, secretaries, 
reinsurance department; Dr. G. V. 
Levreault, director, division of medi- 
cine and hygiene; R. B. Smith, assis- 
tant superintendent of agencies, and 
E. E. Clarke and H. Z. Lebed, assistant 
directors of group sales. 

Given officer status were M. N. Al- 
len, assistant secretary, data process- 
ing; M. C. Bartram Jr., assistant secre- 
tary, mortgage and real estate; L. D. 
Hanna and H. G. Hinchcliffe, assistant 
secretaries, claim department; R. V. 
Mentzer, assistant secretary, home 
office services; H. G. Moger, assistant 
secretary, mortgage and real estate, 
and Wheeler Smith, assistant secre- 
tary, data processing. 





being a bit disturbed by them, maybe 
McCall’s readers would be reassured 
by hearing from a man who might 
conceivably be regarded as having a 
broader and sounder understanding of 
life insurance than Mr. Grafton. We 
can think of no one better qualified 
than Mr. Linton, who in “How Life 
Insurance Can Serve You,” says this 
about cash-value life insurance: 

“I cannot think of any place where 
I could have put my money over the 
years to greater advantage. Had I put 
it into securities in 1920s, only a ‘mir- 
acle could have prevented its being 
swept away. Moreover, many attrac- 
tive side issues which could have in- 
terrupted a mere savings plan might 
have proved too powerful to resist. The 
firm compulsion of the life insurance 
program was a wonderful help. From 
my own profitable, satisfying experi- 
ence, I heartily recommend a similar 
program to you.” 

Well, there’s the unequivocal testi- 
mony of a man who is smart enough 
tc have earned a Phi Beta Kappa key 
and fellowship in the Society of Ac- 
tuaries; who’s been in-the life insur- 
ance business for more than 50 years: 
whose ability has been recognized by 
his election as head of his company, 
of the Society of Actuaries, Life In- 
surance Assn. of America and Institute 
of Life Insurance and being chosen to 
serve on the advisory councils on so- 
cial security. 

Even giving Mr. Grafton full credit 
for good intentions toward his readers 
and a sincere belief in his own offbeat 
insurance notions, we believe that vir- 
tually all readers of his article will 
prefer to trust Mr. Linton’s advice, if 
they are given a choice.—R. B. M. 
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Hutchinson Says ‘Time’ Makes Cash Values Top Investment 


this time factor work for or againstwere to continue at one-half the rate 
of the past 10 years, he would need 
29 years to accumulate $10,000. 

“Of course, we hear it claimed that 
if we have this combination of common 
stock with life insurance, we do have 
instant availability; but, again, when 
we introduce the time factor, this 
contention loses a lot of its validity. 

“It must be assumed that after 20 or 
30 years, the common stock will by 
then constitute the bulk of the pro- 


(CONTINUED FROM PAGE 2) 
taxes on dividends, and capital gains 
taxes on the sale of the stock, it 
would take the young investor about 
15 years under the extremely favor- 
able conditions outlined above. 

If the value of the stock increased 
at one-half the rate of the past 10 
years (they have, by the way, declined 
15% in the last four months), it would 
take the investor 21 years to amass 
$10,000 instantly available. 


him. 

If the young man had bought $10,000 
of 10-year term, his premium during 
the first 10 years would have been 
about $93 annually, leaving him with 
$120 a year to invest in common 
stocks. 

Mr. Hutchinson pointed out at this 
juncture that, as the investor’s equity 
in stocks is built up, he would need 
less than $10,000 at later dates, and 


This, Mr. Hutchinson noted, is the this fact is taken into account in gram. That raises a question. If an 
way the “time factor” works against figuring the time factor. equity of $10,000 has been set by our 
the man who put his $213 in only Mr. Hutchinson reported, “If his man for his goal, will there be $10,000 


at the end of 20 or 30 years, or will 
market values be down as they are 
right now, or even a mere $2,000 or 
$3,000 as they were in the 30s? 


No Guaranteed Value 


stock gained in value at the same rate 
as in the past 10 years, our young man 
would need a period of 24 years to 
accumulate $10,000. If the increase 


common stocks. How about the one 
who accepted the recommendation of 
common stock promoters to buy term 
and invest the difference? How does 


Worle of Balloons 
ard Cottier Canely 


‘Remember the days when balloons, cotton candy, and ice cream were 
extremely important factors in your life? 

As we grow older, we think less about our childhood dreams and 
concentrate on present day realities such as future security. 

Granted, balloons may have been more enjoyable subjects but even 
they would occasionally pop and change our world of make believe 

into a world of tears. This is a perfect analogy for our present world 

of realities. If a disaster were to strike your family, could you cope 

_ > with it? Or will a disaster shatter your “balloon of security.” 
The Federal Life Insurance Company of Chicago offers the finest 

Secured Income Plan in the insurance field today. This non- 

cancellable, guaranteed renewable plan is a combination of Life and 

Accident and Health—just the thing to protect your “Security 





“At no time in this program, with its 
principal reliance on common stocks, 
is there guarantee of values which 
certainly is every bit as essential as 
instant availability. The element that 
distinguishes life insurance from all 
other forms of provision for the future 
is this element of certainty. If we can 
dispense with it, we can dispense 
with life insurance. 

“In practically all these references 
to the combination of term insurance 
with common stocks, this matter of 
time, the time required for the com- 
pletion of the program, is almost 
never mentioned—and for a_ very 
obvious reason. 

“Time is never mentioned because 
when we begin thinking of the time 
required to complete the plan which 









belies * combines stock with life insurance 
Manager openings in Kansas City, Minneapolis-St. Paul and for family protection purposes, the 
other prominent cities are available. If you would like further impracticality of it becomes self- 


detals on selling this plan write: Emery Huff, Agency VP. 


FEDERAL LIFE INSURANCE COMPANY 
6100 N. Cicero Avenue e Chicago 46, Illinois 


II ACTUARIES 


BOWLES, ANDREWS & TOWNE, Inc. 
ACTUARIES 
MANAGEMENT CONSULTANTS 
LIFE—FIRE—CASUALTY 
EMPLOYEE BENEFIT PLANS 
ATLANTA NEW YORK 
DALLAS MIAMI 


evident. Such a plan is, for the average 
man, just about impossible of realiza- 
tion. 


Too Many Variables Involved 





“It calls for such a degree of busi- 
ness acumen, persistence in adhering 
to the plan, freedom from emergency 
and such ideal economic conditions as 
to be almost wholly unsuited for the 
needs which life insurance serves.” 

Mr. Hutchinson summed up _his 
remarks by emphasizing that, “It is 
just as likely as not that by the end 
of 20, 25 or 30 years—if he is still 
living—the man undertaking such a 
plan will have neither common stock 
nor life insurance. The premium for 
his term policy, if term should still be 
available to him, will have become so 
high that he will be more than likely 
to have no insurance at all.” 

Mr. Earls, earlier in the program, 
reviewed the Million Dollar Round 
Table study of the million-dollar pro- 
ducer, noting that one point it made 
was that there are two types of 
qualifiers for MDRT—those who make 
it during their first few years in the 
business and those who take consider- 
able time, say, as much as 15 years or 
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332 S. Psi — a 4, Ml. ST. LOUIS KANSAS CITY better. 

The fast qualifier, Mr. Earls said, 
tends to be quick-witted, a dominant 
type, and possessing considerable and 

COATES, HERFURTH & obvious drive. This type Mr. Earls 
THE described as the physical type. 
ENGLAND HOWARD E. COMPANY Although equally successful, the 


Consulting Actuaries INCORPORATED 


slow qualifier tends to arrive at suc- 
cess via the back door, using an 
indirect, soft sell. This type Mr. Earls 
characterized as the mental type. 

Success in life insurance selling, Mr. 
Earls said, is to be found in “knowing 
which type you fit into.” 

Mr. Earls said that he believed that 
the personality of people cannot be 
changed, and, therefore, success for the 
physical type or fast qualifier type 
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would never be found by tryingfprice leve 
imitate the methods of the mental Mt the rate 
slow qualifier and vice-versa. Sucentire ©18 
he said, lies in each man learning hese two | 


know which type he is and “bgfiy949 to 195 
himself.” ut the ra 
Unexploited Markets for each P 
; of all infl: 

Mr. Rust, in a speech titled, ‘qh. will b 


Roads to Utopia,” outlined seve kuch a rec 
markets which, although already tathe price < 
ped by some producers, have not bef As Mr. 3 
fully exploited. Heading Mr. Rust’s;; is good rea 
was the still enormous market ; ing inflatic 
straight life insurance, in which ble Al 
very few insured have coverage ; Trouble 
more than a couple of years of incon, There i 
High on his list he also included w§tingency ‘ 
booming market for mortgage jng}brought ak 
ance and college fund insurance, jmonetary : 
for the latter market, Mr. Rust poing “This is 
out that the need for college funds and not ir 
grown more and more acute in regsour great 
years and will continue so for gpptoa close. 
time to come as the cost for higg “Clearly 
learning keeps rising. nificence | 
In his speech, “Protection, Not investment 
flation, the Problem for the 60s,” yg great imp 
Upgren drew attention to the fact thithe agenc 




















the record shows that the rate §security al 
advance in prices has been cut ppance indus 
markably in the past several yea} concluded. 
Price Level Advances Mr. We 
“Guarante 
He noted “From 1940 to 1948 tiicalled att 
price level, measured by the index @ nation’s e 
consumer prices, advanced by 75% of a bull 
This advance was at an average ragof the 11 
of 934% a year for eight years. The Nobody k 
from 1949 to 1952 the price level a case, but e€ 
vanced 12% or at an annual rate q expert in t 
4% for three years. To make 
“From 1952 to December, 1959, ti¥ the story « 
in the op 

hospital. 
appendect 

how long 

sion, and 
doctor. I’n 
e every ma 

himself.” 
F IELD SUPERVISORS Guarantee 
for Actuall} 
Pacific Northwest recently, € 
and was ce 
i . was virtua 
Southern California Turning 
by term inst 
° difference 
Life Insurance Company | 7 othe « 
Both positions require organi- ance. And 
zing and developing new agencies, | home, the 
increasing manpower in present rather tha 
agencies, and assisting in admin- Said Mr 
istration of management trainee after a gi 
program. with a de 
Qualifications: successful personal with noth 
selling, recruiting and training recelpts. / 
record. Age 30-45, good health, insurance. 
integrity, sound financial and One fac 
family situation. look today 
that in a 
Initial salary commensurate with the count: 
experience. Unusual opportunity the holder 
based upon ability. is the or 
All replies confidential. Write or _| borrowing 
phone Raymond Deston, C.L.U., | °F will no 
Vice President, 605 Market St. able rates 
San Francisco, EX 2-6760. Insurance 
the policy 
him with ; 
ACTUARIES — | 
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y trying price level has advanced by 10 or 
> mental st the rate of only 1%4% a year for the 
sa. Sucwipntire eight-year period. Thus, in 
learning hese two defined periods since 1948— 
and “being49 to 1952 and 1952 to 1960, we have 
ut the rate of inflation successively 
for each period. If we strip ourselves 
of all inflationary emotional feelings, 
titled, « re will be compelled to admit that 
ed sevesiych a record af reducing the rate of 
lready tathe price advanee is remarkable.” 
ve not bl As Mr. Upgren pointed out, ‘“‘There 
*. Rusts iis good reason to believe we are bring- 
market ing inflation ‘under adequate control.” 
cal Jrrouble Ahead | 
; of incon There is still, however, the con- 
1cluded gftingency of financial trouble ahead, 
Zage ing}brought about by gradually increasing 
surance, sAmonetary stringency, Mr. Upgren said. 
ust poing “This is why protection and security 
e fundsifand not inflation should prove to be 
fe in reefour great problem as the 1960s draw 
O for sonpto a close. 
for high} “Clearly, this threat and the mag- 
nificence of today’s return on fixed 
n, Not ipinvestments suggests the renewed 
€ 60s,” yi great importance we must attach to 
1e fact thithe agency demonstrated to provide 
1e rate dsecurity and protection, the life insur- 
en cut pance industry of America,” Mr. Upgren 
eral years concluded. 
Mr. Woodson, in a discussion of 
“Guarantees Are Better Than Ever,” 
0 1948 ti called attention to the fact that the 
le index @nation’s economy is in the 12th year 
| by 75% of a bull market or, perhaps, at the end 
verage ragof the 11th year of a bull market. 
ears. Thej Nobody knows for sure which is the 
> level aif case, but every man fancies himself an 
lal rate @ expert in the field. 
To make his point, Mr. Woodson told 
, 1959, tt the story of the TV show which opened 
a the operating theater. of a modern 
hospital. After finishing a _ difficult 
appendectomy, the surgeon was asked 
how long he had been in his profes- 
sion, and his answer was, “I’m not a 
doctor. I’m a CPA, but I believe that 


@ every man should think and do for 
himself.” 
IRS Guaranteed Success 


Actually, Mr. Woodson noted, until 
t recently, everybody in the bull market 
was an expert at a time when failure 
was virtually impossible. 








a Turning to the advocates of buying 
term insurance and investing the 
, difference, Mr. Woodson said that they 
pany are the rent i 
ers of permanent insur- 
rgani ance. And, just as in the case of a 
ncies, home, the better deal is to own one 
resent rather than to rent it. 
dmin Said Mr. Woodson, “The home buyer 
ainee after a given period of time ends up 
with a deed in his hand, the renter 
wail with nothing more than a handful of 
ining receipts. And the same applies to life 
salth, insurance.” 
and One fact which many people over- 
look today, Mr. Woodson pointed out, is 
: that in a tight money market, such as 
with the country is currently experiencing, 
unity the holder of cash value life insurance 
ls the only man “with guaranteed 
fe or borrowing power.” If his bank cannot 
L.U., or will not lend him money at reason- 
St., able rates, he can always go to his 
Insurance company, which is bound by 
the Policy provisions to accommodate 
him with a loan. 
—— 
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LIFE INSURANCE EDITION 


Told Non-Profit Groups Are Perfect Target 


(CONTINUED FROM PAGE 6) 
Lesser told how one of the questions 
most frequently asked a_ lawyer, 
along with “How do I fix a parking 
ticket?” was “Should I incorporate?” 
The law now allows a small corpora- 
tion with not more than 10 sharehold- 
ers to elect that the profits will be 
shared in a year and then reported 
only as income tax, without there 
having been a corporation tax. 

“Before the new law, you weighed 
carefully the advantages and disad- 
vantages of incorporation before mak- 
ing the move,” Mr. Lesser said. “Now 
you can eat your cake and have it 
too.” 

A key advantage of the law is that 
the decision to incorporate under the 
pseudo-corporation law is not irrevoc- 
able—you can chose to be taxed as a 
partnership and after a stated num- 
ber of years you can switch back. 

“You can make the change for a 
one-shot situation,” Mr. Lesser said. 

Other advantages of the law are 
relevant to insurance sales. Key em- 
ployes who as partners were not eligi- 
ble for key man life and A&S insur- 
ance, workmen’s compensation, quali- 


Boord Heads GA Board 
Of Ohio National Life 


L. D. Boord, Dayton, has been 
elected chairman of the Field Advisory 
Board of Ohio National Life. N. J. 
Tschantz, Canton, O., is vice-chairman 
and Roy D. Morris, Salem, Ore., is 
secretary. 

The board is composed of seven of 
the top general agents. Other members 
are Paul E. Garrett, Spokane; George 
T. Guerre, Lansing, Mich.; D. E. Nel- 
son, Traverse City, Mich., and L. A. 
Wood, Springfield, Mo. 





A. A. L. Issues Disability Policy 

Monthly Income Disability, which 
will provide monthly income of $10 per 
thousand dollars of insurance in event 
of total disability, is being offered by 
Aid Association for Lutherans. It is 
available in amounts of $25 per month 
to a maximum of $250 per month. The 
benefit also includes waiver of premi- 
ums in case of total disability and 
provides for maturity of certificate as 
an endowment at age 65, if disability 
continues to age 65. 


Subordinate Councils 
Columbian Squire Circles 
Membership 
Insurance Members 
Associate Members 
Insurance in Force 
Assets 
Benefits Paid 

Joseph F. Lamb 

Supreme Secretary 


QQDGPRRLGQLQADRQQQQQRQLQQQQRQLQQQQRQQQQOQQQQLQRGQQAQAL 


fied pension and profit-sharing plans, 
are now eligible if the partnership 
incorporates even while electing to 
retain its tax treatment as a partner- 
ship. 

“Think of your prospects who are 
store owners that can now qualify 
family members as employes for these 
plans and how profit can now spread 
over the entire family and be taxed 
as many separate entities,” he said. 

Under the pseudo-corporation law, 
the business retains all the advant- 
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ages of corporation—limited liability, 
facility of transfer of interest and 
continuity of business in spite of 
death—while it avoids the double 
taxation that can be so crushing to the 
small business man. 

Mr. Lesser closed his talk with a 
consideration of the effect on the in- 
surance world of a bill of the Keogh- 
Simpson type. He said that some sort 
of bill for self-employed pension plans 
seems inevitable, and when such a 
bill is passed, “it will be the greatest 
tax development for the industry in 
50 years ” 












GUARANTEED 
INSURABILITY PLAN 
6 options — Ages 24 
through 40 


LIFETIME 
HOSPITAL PLAN 
Guaranteed renewable — 
for life. Issued through 
age 75. 


GUARANTEED 
RENEWABLE FAMILY 
SECURITY PLAN 

FOR HOSPITAL 

AND SURGERY 

Even covers children born 
after issue — 

AT NO EXTRA COST 


WISCONSIN NATIONAL LIFE INSURANCE CO. 
Oshkosh, Wisconsin 
General Agency openings in Wis., Minn., Mich., Ill. and Ind. 
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Knights of Columbus 


Established 1882—more than a million members 


New all time highs in all phases of our program 


January 1, 1959 January 1, 1960 Increase 
4,247 4,401 154 

525 604 79 

1,091,205 1,102,827 11,622 
393,851 402,564 8,713 
697,354 700,263 2,909 
$822,637,136 $913,176,024 $90,538,888 
$141,871,211 $155,486,599 $13,615,388 
$133,777,717 $140,189,151 $ 6,411,434 


Columbus Plaza 
New Haven, Conn. 
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For complete information write 


FORTUNE 
FINDERS! 
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Y 
WISCONSIN 
NATIONAL LIFE 






GUARANTEED 
RENEWABLE 
EXECUTIVE INCOME 
PROTECTION PLAN 
Tops in disability 
protection! 








PROVID-O-MATIC TO 
MAKE YOUR 

HOME SECURE 

A true mortgage 
protection plan 










CANCER AND DREAD 
DISEASE POLICY 
$7.50 individual — 

$15.00 family 










AGENCY DEPT. 


Luke E. Hart 
Supreme Knight 
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“Sales-man” 





or “Service-man”? 


(Some thoughts on the prime function of the life underwriter 
that might surprise your clients) 


In this business of ours, emphasis is very properly 
placed on “continuing service.” As a result, sometimes we 
may lose sight of the life underwriter’s foremost service 
to his client: making the sale. 

Life insurance is unique in this respect. In other busi- 
nesses, service begins after the sale has been completed. 
In ours, service begins with the act of persuading the 
prospect to purchase the policy he needs. 

The underwriter assumes the responsibility for deter- 
mining his prospect’s requirements and for moving him to 
take the right action. (We are confident that the man 
representing New England Life is exceptionally well- 
trained for this and is equipped with an especially advan- 
tageous contract — the “Better Life”’ policy.) 


When it comes to continuing service, the underwriter 
still should be as much “‘sales-man” as “‘service-man.”’ He 
conscientiously keeps his client’s life insurance program 
in line with growing needs and changing circumstances. 
And part of the job is to sell the proper improvements, 
additions, conversions. 

**Sales-man”’ remains his best, his truest function — the 
most important function in our business. 


NEW ENGLAND 
Miilil LA ¥ Efe eee 


THE COMPANY THAT FOUNDED MUTUAL 
LIFE INSURANCE IN AMERICA — 1835 


125th Anniversary of Our Charter 
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